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From  MG  Gaddis 


MG  Evan  R.  Gaddis 
USAREC  Commanding  General 
23  July  1998  - 2 October  2000 


To  the  soldiers  and  civilians  of  the  United  States 
Army  Recruiting  Command: 

This  is  the  last  time  I will  have  the  opportunity  to 
address  you  in  this  forum.  On  Oct.  2,  during  the 
change  of  command  ceremony  at  Fort  Knox,  I 
formally  passed  the  USAREC  colors  to  MG  Dennis 
Cavin. 

I felt  a great  sense  of  pride  and  accomplishment  as  I 
departed  this  command  because  of  your  commitment 
and  unparalleled  accomplishments.  As  you  well  know, 
“providing  the  strength”  is  a critical  mission.  You  have 
given  much  effort  to  the  daily  exertions  of  recruiting, 
and  the  results  were  evident.  On  Sept.  25, 2000,  you 
made  history.  You  accomplished  both  the  RA  mission 
(ending  the  year  with  80, 1 1 3)  and  the  US  AR  mission 
(closing  the  year  with  42,06 1 ). 

I knew  you  could  do  it.  I could  not  have  been  more 
proud  of  you.  You  persevered  under  great  scrutiny. 
You  did  what  nobody  thought  you  could  do ...  you 
proved  you  are  the  finest  recruiting  force  in  history. 
Congratulations! 

As  this  fiscal  year  has  ended  with  such  great  suc- 
cess, the  Recruiting  Command  must  not  overlook  the 
assistance  provided  by  Army  leadership.  The  Chief  of 
Staff  of  the  Army  said  to  make  every  soldier  a re- 
cruiter, and  you  are  well  on  the  way  to  doing  that. 
TRADOC  and  Army  commandants  provided  dedi- 
cated support  and  countless  Hometown  Recruiter 
Assistants  to  aid  in  the  accomplishment  of  the  mission. 
But  it  was  the  Army  recruiter,  out  front  at  the  point  of 
the  spear,  who  made  it  happen. 


Let  me  enumerate  the  changes  you,  the  recruiters, 
have  initiated,  maintained,  and  sustained  in  the  past 
two  years.  First  of  all,  you  shifted  focus  from  the 


traditional  high  school  senior  market  to  a college  and 
grad  market.  In  your  efforts  to  “reconnect  with 
America,”  you  moved  or  opened  1 80  stations,  at  the 
cost  of  some  personnel  turbulence  - you  handled  the 
disruption  in  stride. 

You  have  taken  advantage  of  leads  from  the  Internet 
and  the  goarmy.com  web  site  chat  room.  You  moved 
out  smartly  and  started  writing  contracts  against  two 
Secretary  of  the  Army  initiatives,  GED  Plus  and 
College  First.  Just  recently,  the  first  two  Partnership 
for  Youth  Success  contracts  were  written.  This  part- 
nership with  industry  promises  to  be  a win-win  situa- 
tion for  the  Army  and  corporate  America. 

You  are  vitally  important  to  our  country  and  its 
security.  Always  remember,  especially  when  times  are 
extraordinarily  tough,  as  recruiting  goes,  so  goes  our 
Army,  and  as  our  Army  goes,  so  goes  our  Nation.  You 
have  an  incredibly  important  job  that  directly  impacts 
on  the  future  of  our  Army  and  country.  I can’t  think  of 
a more  compelling  reason  to  reach  a little  deeper,  fight 
a little  harder,  and  continue  on  this  round  of  success. 

Whatever  happens,  don’t  forget  your  family  and 
never  take  for  granted  the  support  they  provide  to  you 
and  our  Army.  It  only  takes  a moment  to  let  your 
loved  ones  know  how  much  you  care. 

Finally,  I want  to  say  thank  you  to  the  civilian  and 
military  staffs  of  USAREC  - your  hard  work  and 
dedication  helped  the  recruiting  force  to  succeed.  As  I 
said  earlier,  history  was  made  this  year.  You  have 
helped  induct  over  122,000  new  soldiers,  something 
nobody  thought  could  be  done.  This  tremendous  effort 
took  the  entire  USAREC  family  to  accomplish  - the 
staffs,  civilians,  family  members,  recruiters,  officers  - 
supported  by  the  Chief  of  Staff  of  the  Army,  the 
Secretary  of  the  Army,  and  Congress. 

The  center  of  gravity,  though,  is  always  the  Army 
recruiter.  You  made  the  difference.  I have  been 
honored  to  serve  as  your  commander. 

Be  all  you  can  be!  Z3 
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From  MG  Cavin 


As  your  new  commanding  general,  let  me  congratulate  you 
for  your  fantastic  performance  this  past  fiscal  year.  There  were 
many  who  seriously  questioned  the  Army’s  ability  to  recruit  the 
more  than  122,000  men  and  women  we  needed  this  year  for  the 
active  and  Reserve  forces.  You  did  it.  Be  proud  of  your 
accomplishments.  Look  back  on  your  year,  understand  what 
worked  and  what  didn’t.  In  FY  01 , we  will  need  to  leverage 
those  things  that  made  you  successful.  I fully  realize  that  your 
success  meant  a lot  of  hard  work,  sacrifice,  and  selfless  service. 
Thanks  for  making  a difference. 

I also  want  to  thank  your  spouses  and  family  members  who 
have  sacrificed  as  well.  Please  let  them  know  how  very  much  I 
appreciate  their  commitment  to  you  and  to  the  Army. 

It  is  my  privilege  to  lead  this  great  team.  The  Chief  of  Staff  of 
the  Army,  GEN  Eric  Shinseki,  often  talks  about  soldiers  being  on 
point  for  the  nation.  Within  our  Army,  there  is  no  one  who  is 
more  on  point  than  you  - whether  you  are  truly  at  the  point,  the 
on-production  recruiter  - or  one  of  the  thousands  who  are  in 
supporting  roles,  soldiers  and  civilians  alike. 

A little  history 

I am  not  new  to  recruiting.  I spent  four  years  in  USAREC 
back  in  the  early  years,  when  USAREC  transformed,  turned 
things  around,  and  made  the  all-recruited  Army  the  envy  of  the 
world.  I commanded  two  companies  (“areas”  back  then),  I have 
been  responsible  for  MEPCOM  ASVAB  testing,  and  I spent 
some  time  at  USAREC  headquarters. 

That  was  20-plus  years  ago.  The  environment  today  is 
different,  the  market  is  different,  and  the  Army  is  different.  What 
isn’t  different?  Being  successful  today  still  requires  the  basics, 
standards,  and  being  better  than  our  competition. 

Seven  goals 

I have  seven  goals  as  your  commanding  general.  These  will 
guide  the  decisions  and  direction  that  USAREC  moves  in  over 
the  next  two  years.  They  are: 

First,  to  lead  an  organization  that  makes  all  missions.  We 

will  continue  this  great  path  you  are  on  because  you  under- 
stand the  task  at  hand  and  can  perform  it  with  a degree  of 
intensity,  commitment,  professionalism,  and  pride  that  no  one 
can  doubt. 

Second,  to  increase  market  share  by  5 percent.  We  have 
that  talent,  we  have  the  best  programs  of  any  service,  we  are 
being  resourced  with  the  tools  to  do  the  job.  We  now  must  make 
it  happen.  There  is  not  a Navy,  Air  Force,  or  Marine  recruiter 
who  can  hold  a candle  to  you,  and  don’t  you  ever  forget  it. 

Third,  to  increase  penetration  in  the  college  and  high  grad 
market.  We  are  not  abandoning  the  high  school  market,  but  we 
are  shifting  our  efforts.  We  will  spend  a good  amount  of  time  on 
this  effort  in  training,  resourcing,  and  executing.  I challenge  you 
to  get  on  board. 

Fourth,  to  increase  penetration  of  the  under-represented 
ethnic  recruiting  markets  by  10  percent.  We  have  not  come 
close  to  our  potential  to  date.  I think  USAREC  headquarters 
must  do  more  to  set  the  conditions  for  success  in  this  arena.  We 
will 


MG  Dennis  D.  Cavin 
USAREC  Commanding  General 


Fifth,  to  secure  and  sustain  leading  edge  technology,  from 
recruiter  through  USAREC  headquarters.  Much  progress  has 
been  made,  but  so  much  more  can  and  must  be  made.  I will 
focus  sufficient  energy  in  this  area  to  bring  about  rapid  change. 

Sixth,  to  make  safety  the  second  skin  of  our  daily  lives.  We 
log  more  miles  in  dangerous  environments  than  any  command  in 
the  Army.  We’ve  had  three  vehicular  fatalities  this  year.  This  is 
a tragic  loss  of  life.  I insist  that  we  all  place  added  emphasis  and 
command  attention  on  this  very  critical  element  of  well-being. 

And  seventh,  to  create  an  environment  where  everyone 
comes  to  work  with  a sense  of  anticipation  and  purpose,  and 
leaves  at  the  end  of  the  day  with  a sincere  sense  of  accomplish- 
ment and  pride. 

Non-negotiable  points 

There  are  three  non-negotiable  points  that  run  parallel  to  my 
goals  - things  I consider  critically  important.  These  are  points 
that  I hold  higher  than  any  other. 

Readiness.  In  our  business,  readiness  means  making 
mission.  There  is  no  substitute,  and  I will  accept  nothing  short. 
My  first  questions  of  the  staff  and  our  supporting  organizations 
were,  “Where  is  the  word  recruiter  in  your  mission  statement, 
and  where  is  the  focus  on  writing  contracts?” 

Values  and  integrity.  Everyone  - subordinate,  peer,  superior, 
applicant,  you  name  it  - deserves  to  be  treated  with  dignity 
and  respect.  Integrity  - you  know  what  I am  talking  about. 

This  subject  is  zero-defects  business  for  me.  No  amount  of 
money  in  your  bank  account  or  influence  in  the  world  can  repair 
a person’s  character  once  tainted  by  a failure  of  integrity.  I 
expect  USAREC  to  lead  the  way  in  upholding  the  principles  of 
integrity.  I will  speak  about  it  often,  and  I demand  it  as  a 
condition  of  service  in  this  organization. 

Standards.  You  know  the  standards  and  you  choose  to  be  in 
this  great  Army.  You  are  well  trained.  I expect  you  to  get  OERs 
and  NCOERs  in  on  time,  with  awards  submitted  and  presented 
before  an  individual  departs  the  command.  I expect  you  to 
maintain  your  stations,  your  vehicles,  your  physical  and  mental 
fitness,  and  to  represent  our  Army  with  the  same  degree  of  pride 
and  professionalism  that  brought  you  to  us  in  the  first  place. 
Every  day  is  a great  day  to  be  a soldier.  Believe  it,  live  it,  mean  it. 

It  all  centers  on  leadership,  morale,  and  soldier  confidence.  If 
properly  cared  for  at  all  levels,  these  elements  are  decisive. 

Best  wishes  for  a successful  recruiting  year.  Now,  let’s  get 
down  to  business! 

On  Point  for  the  Army  B 
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From  CSM  Leturno 


Aiming  for  the  finish  line 

Success  begins  with  the  end  in  mind 


This  has  been  a difficult  article  to  write.  I’m  usually  looking  for 
different  subjects  to  write  about.  I’ve  gone  on  record  for  months  now 
telling  everyone  we  will  make  the  RA  mission.  Now,  I’m  telling  you 

yesterday’s  news. 

USAREC  has  made  the  FY  00  RA  mission.  How?  Because  of  you! 
The  recruiters,  leaders,  and  staff.  You’ve  effectively  shifted  your 
recruiting  efforts  from  high  school  seniors  to  high  school  graduates. 
Army  recruiters  are  in  the  colleges  and  communities.  All  of  you  have 
significantly  reduced  DEP  loss.  The  Recruiting  and  Retention  School 
has  responded  to  your  concerns  about  what  we  teach  in  the  class- 
room. They’ve  improved  the  Army  Recruiting  Course,  Professional 
Development  Courses,  and  Leader  Courses.  We’re  doing  well,  and 
we’ll  continue  to  improve.  I also  want  to  say  thanks  for  your 
participation  in  the  Army’s  birthday  activities.  You  represented  the 
Army  with  the  greatest  level  of  professionalism.  Trust  me,  you  were  a 
big  hit.  This  year  America  celebrated  more  than  Flag  Day  on  June  14. 

I originally  began  this  article  as  America  celebrated  another 
birthday.  The  224“’  birthday  of  our  nation.  Americans  know  how  to 
celebrate,  and  so  they  did  on  this  July  4th  2000.  There  were  parades 
from  coast  to  coast.  Families  went  camping,  had  cookouts,  watched 
the  fireworks  displays,  and  just  enjoyed  each  others  company.  All 
these  activities  were  in  celebration  of  224  years  of  independence. 

So,  you  may  ask,  “CSM,  what  did  you  do?”  I began  July  4lh  by 
doing  what  I enjoy  most  (outside  of  soldiering  that  is),  running.  I 
shared  my  passion  with  54,999  other  runners  in  Atlanta,  Georgia.  We 
participated  in  the  31s1  running  of  Peachtree  Road  Race.  The  first  three 
miles  were  relatively  flat  and  offered  no  challenge.  Mile  four  was 
uphill,  and  I swear  it  wasn’t  that  big  six  years  ago.  Miles  five  and  six 
consisted  of  lesser  hills  but  still  made  me  breathe  hard.  Unfortunately, 
this  year  a runner  died  taking  on  that  first  uphill  climb.  One  must 
remember,  regardless  of  the  course,  this  was  downtown  Atlanta 
Georgia  in  July.  It’s  Aor! 

There  were  nine  groups  with  staggered  start  times.  My  group 
started  44  minutes  after  the  seeded  runners  crossed  the  start  line  and 
five  minutes  behind  the  group  ahead  of  us.  The  number  of  people 
walking  surprised  me.  Actually,  it  was  staggering.  I caught  the  mass  of 
runners  before  mile  one  and  spent  the  rest  of  the  race  weaving  in  and 
out  between  all  those  colorful  running  outfits.  I probably  added  an 
additional  mile  to  the  distance,  but  that’s  okay.  I got  my  T-shirt. 

Besides  the  hills  and  heat  most  participants  just  weren’t  prepared 
to  go  the  distance.  Unfortunately,  once  you’ve  started  walking  in  a 
race,  it’s  hard  to  pick  it  up  again.  Even  if  you  do,  it’s  likely  you’ll 
stop  again.  Each  time  it  gets  easier.  It’s  more  mental  than  physical. 

I considered  this  on  my  way  back  to  the  hotel.  It  made  me  think 
about  the  Army  Physical  Fitness  Test  and  recruiting.  The  APFT  is 
only  a semi-annual  event.  Soldiers  should  be  training  for  this  year 
around.  Their  PT  program  has  to  prepare  them  to  go  the  distance. 

This  means  using  the  entire  two  minutes  to  do  as  many  repetitions  of 
pushups  and  sit-ups  as  possible  and  running  the  two  miles  at  a pace 
to  successfully  complete  this  event.  It  means  doing  an  honest 
assessment  of  one’s  weaknesses  and  establishing  a program  that  will 
improve  performance.  Soldiers  should  be  able  to  pass  the  APFT  every 
day  with  peak  performance  on  test  day. 


CSM  Roger  Leturno 
USAREC  Command 
Sergeant  Major 


Now,  let  me  transition  this  article  from  running  to  APFT  to 
recruiting.  In  preparation  for  any  event,  you  really  have  to  begin 
with  the  end  in  mind.  In  recruiting,  that  end  is  mission  box.  You 
know  what  it  is.  You  know  the  enlistment  categories.  You  know  how 
many  days  you  have  to  accomplish  the  mission.  You  know 
prospecting  is  critical  - planned,  non-negotiable  prospecting.  The 
latitude  you  have  in  prospecting  is  in  planning  enough  of  it,  at  the 
right  time,  using  the  right  lead  generation  activities.  Once  it’s  in  your 
planning  guide,  don’t  step  on  the  red.  On  average,  recruiters  have  to 
conduct  three  to  four  good  interviews  a week.  If  you’re  not 
prospecting  at  this  level  then  you’re  not  prepared  to  go  the  distance. 
You’re  only  walking,  and  the  finish  line  will  close  before  you  arrive. 
This  is  a common  story. 

I said  earlier  we  made  the  80K  RA  mission.  I like  the  sound  of 
that.  From  June  through  September,  we  shipped  almost  3,800  more 
new  soldiers  to  the  training  base  than  TRADOC  expected.  By  mid 
September,  we  were  actually  shifting  RA  grad  enlistments  to  ship  in 
October  and  November. 

What  about  the  US  AR  mission?  You  know  we  realigned  the  force 
to  close  this  mission  too.  In  addition  to  the  on-production  AGR 
recruiters,  3,000  RA  recruiters  were  placed  on  a Reserve  mission  for 
September.  Through  the  combined  efforts  of  every  team  member,  we 
not  only  achieved  the  September  mission  but  also  erased  the  year’s 
deficit  of  2, 187.  USAREC  achieved  42,06 1 for  a 4 1,961  FY00 
USAR  mission. 

On  Monday,  Sept.  25,  this  command  wrote  unprecedented  892 
USAR  contracts.  Unbelievable!  What  a testimony  to  the  dedication 
and  perseverance  of  the  Army  recruiter. 

FY  2000  was  a success,  and  now  it’s  in  the  history  books.  We  are 
poised  for  even  greater  accomplishments  in  FY  200 1 . We  have  the 
Army  leadership  backing  us.  At  every  level,  USAREC  leadership  is 
focused  on  the  right  stuff  - maintaining  standards,  providing 
direction,  counseling,  and  training  that’s  applicable  and  addresses 
soldier  needs. 

Mission  box  is  the  standard.  Whether  it’s  by  month,  quarter,  or 
fiscal  year,  the  team  is  responsible  and  every  member  of  the  team 
contributes.That’s  how  we’ll  make  the  FY  01  mission  a success. 

In  closing,  we  are  soldiers,  noncommissioned  and  commissioned 
officers  performing  this  critical  mission:  recruiting.  Take  time  out  for 
professional  development,  sustain  high  standards  of  physical 
fitness,  and  mental  toughness.  Remember  to  take  care  of  your 
families  and  DEP  members,  because  they’re  part  of  the  Army  family 
too. 

And  take  care  of  each  other.  MG  Cavin  and  I are  very  proud  of 
you,  and  we  look  forward  to  the  year  ahead. 

Good  recruiting. 
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Defense  officials 
announce  plan  to 
replace  food  stamps 

by  SSG  Kathleen  T.  Rhem, 
American  Forces  Press  Service 

Service  members  who  qualify  for  food 
stamps  — and  some  who  don’t  — may 
soon  get  debit  cards  to  use  in  commissar- 
ies, DoD  officials  announced  July  28. 

Defense  Secretary  William  S.  Cohen 
told  reporters  at  the  Pentagon  that  the 
DoD-issued  cards  would  be  credited  with 
a fixed  monthly  value  based  on  the  user’s 
rank  and  family  size.  The  new  plan  would 
be  optional  for  members  and  cost  the 
department  $3 1 .5  million  per  year. 
Members  can’t  participate  in  both 
programs. 

Cohen  called  the  cards  necessary 
because  Agriculture  Department  food 
stamp  rules  create  an  inequity  between 
service  members  who  live  on  base  and 
those  who  live  off.  Under  current  food 
stamp  eligibility  guidelines,  the  value  of 
base  family  housing  isn’t  counted  as 
income,  but  housing  allowances  for  those 
who  live  off  base  are.  All  other  things 
being  equal,  then,  families  living  on  base 
appear  to  be  needier  than  those  living  off 
base. 

The  debit  cards  would  end  the 
inequity  by  not  counting  housing 
allowances  as  income,  DoD  officials  said. 
This  probably  means  more  service 
members  would  receive  cards  than 
currently  receive  food  stamps  — but  it’s 
fair,  they  said. 

Cohen  also  said  the  proposed  debit 
card  program  would  be  more  convenient 
because  it  would  be  administered  by 
installations  and  members  wouldn’t  have 
to  travel  to  state  food  stamp  offices.  The 
cards  would  give  members  up  to  30 
percent  more  buying  power  because  of 
commissaries’  lower  prices,  he  sug- 
gested. 

Officials  are  adding  provisions  for 
cash  allowances  for  remotely  located 
service  members  who  do  not  have  ready 
access  to  a commissary. 

Defense  officials  have  said  a cash 
allowance  to  members  who  qualify  for 
food  stamps  wouldn’t  work  because  that 
could  create  situations  where  lower- 


ranking  individuals  are  paid  more  than 
their  superiors. 

“We  tried  also  to  take  into  account 
that  our  pay  scales  depend  upon  rank, 
responsibility  (and)  years  of  service,  and 
we  want  to  keep  that  basic  core  of  our 
compensation  schedules.  This  allows 
the  military  to  have  control  (of  the  pay 
scales)  and  address  the  needs  of  families 
who  need  assistance,”  Cohen  said  of  the 
card  proposal. 

The  plan  needs  congressional 
approval.  Cohen  said  the  idea  already 
has  support  from  members  of  the  House 
and  Senate  armed  services  committees. 

Navy  Capt.  Elliott  Bloxom,  DoD’s 
director  of  compensation,  said  the  plan 
will  likely  be  covered  in  the  fiscal  2002 
budget  request  and  take  effect  Oct.  1 , 
2001. 

The  military  doesn’t  keep  statistics  on 
members  receiving  food  stamps,  but  DoD 
officials  have  estimated  that  about  6,300 
household  participate.  That  is  less  than 
one-half  percent  of  the  force,  they  said, 
and  the  members  in  question  generally 
have  larger-than-average  families. 

Firestone  tire  recall 
includes  military  ex- 
change customers 

American  Forces  Press  Service 

Army,  Air  Force,  Navy  and  Marine 
Corps  exchange  customers  can  swap 
Firestone  tires  affected  by  the  recently 
announced  recall  campaign  at  local  mili- 
tary exchanges  or  local  corporate-owned 
dealers. 

Bridgestone/Firestone  will  replace 
free  an  estimated  6.5  million  ATX,  ATX  II 
and  Wilderness  AT  all-terrain  tires,  com- 
pany officials  have  announced. 

Military  customers  at  any  AAFES 
Autopride  Car  Care  facility  are  autho- 
rized credit  equal  to  the  AAFES  retail 
price  of  a recalled  tire.  The  credit  may  be 
applied  to  a new  Firestone  tire  of  their 
choice  or  any  other  brand.  The  customer 
pays  the  difference  if  the  sale  price  of  the 
replacement  tire,  or  tires,  exceeds  the 
credit.  Likewise,  AAFES  will  refund  the 
difference  if  the  customer  buys  a cheaper 
tire. 

The  replacement  tires  will  be  the  same 
size,  type,  load  range,  and  tread  design. 


Mounting,  balancing  and  transfer  of  any 
AAFES  road  hazard  warranty  will  be  free. 

Customers  who  are  not  sure  if  their 
tires  are  subject  to  recall,  and  those  who 
suspect  they  have  defective  tires  not 
subject  to  recall,  can  bring  them  by  any 
AAFES  Autopride  service  facility  for  a 
free  inspection,  possible  replacement,  or 
pro-rated  exchange,  if  warranted. 

Customers  with  technical  questions 
best  addressed  by  the  manufacturer  are 
encouraged  to  contact  Firestone  directly 
at  (800)  465- 1 904  or  www.bridgestone- 
firestone.com. 

The  voluntary  recall  is  limited  to  one 
size  of  three  styles  sold  by  the  ex- 
changes, and  no  others  are  eligible  for 
automatic  adjustment  or  replacement  by 
Bridgestone/Firestone  or  AAFES. 

Working  with  Ford,  Bridgestone/ 
Firestone  so  far  has  pinpointed  the 
following  tires  for  recall: 

- Firestone  Radial  ATX  P235/75R 1 5,  all 
dot  codes. 

- Firestone  Radial  ATX  II P235/75R15, 
all  dot  codes. 

- Firestone  Radial  ATX  II P235/75R 1 5 
XL,  all  dot  codes. 

- Wilderness  AT  P235/75R15;  only 
codes  beginning  with  “VD.” 

- Wilderness  AT  P235/75R15  XL;  only 
codes  beginning  with  “VD.” 

(Based  on  an  Army  and  Air  Force 
Exchange  Service  news  release.  Gerry 
Gilmore  contributed  to  this  story.) 

Military  web  site  debuts 
to  provide  info  to  parents 

by  Jim  Garamone 
American  Forces  Press  Service 

Todaysmilitary.com  became  the  latest 
arrow  in  the  quiver  aimed  at  getting 
recruits  in  the  military  when  the  web  site 
went  live  Aug.  14. 

The  web  site  is  an  outgrowth  of  the 
recently  ended  “Yahoo!  Fantasy  Careers 
in  Today’s  Military”  contest.  The  fantasy 
career  web  site  was  “a  success  by  any 
measure,”  said  Cmdr.  Yvette  Brown- 
Wahler,  DoD  director  for  recruiting  plans. 

“Over  3,300  essays  were  submitted  to 
the  services  through  Yahoo!  Careers,” 
she  said.  “Forty  percent  of  the  contes- 
tants requested  additional  information 
from  the  respective  service  regarding 
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career  opportunities.”  The  program 
showed  that  the  Internet  is  the  medium  to 
reach  people,  she  said. 

Brown-Wahler  said  the  todaysmilitary. 
com  is  an  “adult  influencer  web  site”  — 
meaning  it  is  aimed  at  parents,  teachers, 
veterans,  coaches,  scoutmasters, 
ministers  or  any  adult  young  men  and 
women  who  use  it  for  career  advice.  The 
site  will  give  visitors  information  they 
may  need  about  the  military.  Many 
parents,  for  instance,  are  not  aware  of  the 
opportunities  available  in  the  military. 

“We  have  eight  ways  to  earn  college 
degrees.  We  have  more  than  150  military 
occupations.  But  many  parents  and  other 
adult  influencers  have  no  idea  we  offer 
so  much,”  she  said. 

One  reason  they  often  have  no  idea  is 
that  fewer  people  have  firsthand  experi- 
ence with  the  military  since  the  draft 
ended  in  1973,  and  the  military  has  been 
shrinking  in  size  for  more  than  10  years. 
Todaysmilitary.com  will  be  a one-stop 
information  source. 

“There  will  be  general  overall  discus- 
sion of  the  military  and  links  to  the 
services’  home  pages,”  she  said.  The 
services  are  working  on  their  web  sites  to 
make  them  easier  to  navigate,  Brown- 
Wahler  said. 

DoD  officials  said  the  web  site  will 
cost  about  $ 1 3 million  to  $ 1 4 million  to 
set  up  and  advertise.  Print  advertise- 
ments will  begin  in  October  and  televi- 
sion ads  start  in  January,  Brown-Wahler 
said.  BATES  Worldwide  is  the  contractor 
for  the  program.  ( See  related  story  on 
page  22.) 

A Patient’s  Five  Steps  to 
Safer  Healthcare 

By  Staff  Sgt.  Kathleen  T.  Rhem,  USA 

American  Forces  Press  Service 

It’s  your  health.  Defense  medical 
officials  want  you  to  know  simple  steps 
you  can  take  to  safeguard  it  as  a DoD 
healthcare  patient. 

“We  want  to  make  people  understand 
there  are  certain  things  they  can  do  that 
will  really  minimize  patient  errors  and, 
even  more,  will  help  draw  them  into  their 
own  care,”  said  Dr.  John  Mazzuchi, 
deputy  for  clinical  and  program  policy  in 
the  Office  of  the  Assistant  Secretary  of 


Defense  for  Health  Affairs.  “An 
individual  person  is  responsible  for  his  or 
her  own  health  care,  too.  We  want  them 
to  be  in  a partnership  with  their  doctor.” 

To  help  build  this  partnership  the 
Quality  Interagency  Committee,  a group 
of  healthcare  professionals  from  several 
federal  agencies  that  deal  with  quality 
and  safety  issues  in  medicine,  came  up 
with  a list  of  five  things  individuals  can 
do  to  safeguard  themselves  from  medical 
errors. 

Speak  up  if  you  have  questions  or 
concerns.  Mazzuchi  said  he  wants 
patients  to  understand  asking  questions 
shouldn’t  be  seen  as  challenging 
physicians.  “I’m  sure  it  can  be  somewhat 
uncomfortable  for  a young  enlisted 
person  or  a spouse  of  a young  enlisted 
person  to  be  sitting  in  front  of  a full 
colonel  who’s  the  physician  and  start 
asking  questions,”  he  said. 

Mazzuchi  stressed  he’s  not  suggest- 
ing patients  question  the  doctor’s 
intelligence,  integrity  or  motivation.  “But 
if  you  have  questions  as  a patient,  you 
need  to  get  those  questions  answered,” 
he  said,  noting  that  patients  do  a better 
job  of  following  instructions  if  they 
understand  the  instructions 
clearly. 

Keep  a list  off  all  medications  you 
take.  “Clearly,  medication  errors  are  a 
major  concern  because  we  write  so  many 
prescriptions,”  Mazzuchi  said.  Because 
medications  can  counteract  each  other  or 
cause  a serious  reaction  when  combined, 
he  said,  it’s  critical  for  patients  to  tell 
their  doctor  and  pharmacist  what 
medications  they’re  taking,  including 
over-the-counter  drugs  and  supplements, 
and  any  allergies  they  might  have. 

Make  sure  you  get  the  results  of  any 
test  or  procedure.  “Don’t  assume  that 
because  the  doctor  has  not  gotten  back 
to  you  in  two  weeks,  everything  was 
fine,”  Mazzuchi  said.  “That  doesn't  mean 
that  it  couldn’t  have  been  lost  in  the  mail; 
it  could  have  been  misplaced  someplace; 
the  doctor  thought  the  nurse  was  calling, 
the  nurse  thought  the  doctor  had  called.” 

Individuals  should  call  their  healthcare 
provider  and  ask  for  an  explanation  of 
results  they  don’t  understand.  “Some- 
times people  write  right  instead  of  left,  or 
they  write  yes  instead  of  no,  or  positive 
instead  of  negative  — not  because 


they’re  bad  people  but  because  we  all 
make  mistakes,”  he  said.  “If  a result 
comes  back  that  seems  strange,  I think 
it’s  important  for  any  patient  to  pick  up 
the  phone  and  call  the  doc,  call  the 
nurse,  call  the  lab  tech,  whomever  you're 
supposed  to  call,  and  say,  ‘I  don't 
understand  these  results;  can  you  go 
over  them  with  me?”’ 

Talk  with  your  doctor  or  healthcare 
team  about  your  options  if  you  need 
hospital  care.  “Certain  hospitals  do  a 
better  job  with  certain  types  of  surgery 
than  others,”  Mazzuchi  said.  “So 
wherever  there’s  an  option,  you’d  want 
to  go  to  the  hospital  that  has  a record  for 
the  best  outcomes.” 

Make  sure  you  understand  what  will 
happen  if  you  need  surgery.  “If  some- 
thing different  happens  from  what  the 
physician  tells  you  to  expect,  then  you 
need  to  bring  that  to  the  physician’s 
and  nurse’s  attention  immediately.  You 
may  be  having  something  bad  happening 
to  you,  and  you  need  to  say  so  right 
away,”  Mazzuchi  said.  It’s  easier  to  treat 
you  when  a problem  is  brought  up  right 
away  than  when  you  wait,  he  noted. 

Mazzuchi  said  DoD  is  also  working  to 
educate  healthcare  providers  on  these 
issues  to  make  this  partnership  between 
provider  and  patient  easier.  “We  are 
educating  both  those  physicians  who  are 
coming  up  through  medical  school  and 
those  who  are  already  in  practice  about 
the  need  to  go  over  options  and  to  bring 
the  patient  into  the  health  decisions  that 
are  being  made,”  he  said. 

Medical  errors  might  always  happen, 
but  there  are  ways  to  mitigate  their 
seriousness.  “Patient  errors  don’t 
happen  because  you  have  bad  people, 
they  happen  because  health  care 
providers  are  human  beings  and  they 
make  errors,”  Mazzuchi  said.  “They  get 
tired;  they  get  overwhelmed;  they  get 
absent-minded;  and  they  make  mistakes. 

"But  when  you're  the  most  informed, 
when  you  really  know  what’s  going  on 
about  your  healthcare,  when  you 
understand  your  options,  when  you 
understand  what’s  probably  going  to 
happen  to  you  and  what’s  going  to 
happen  to  you  after  you  recover,  when 
you  understand  what  your  lab  results  are 
and  what  they  mean,  you  can  take  better 
care  of  yourself,”  he  said. 
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DEP  Management 

Follow-Up: 
Service  after  the  sale 

by 

Training  Division,  Recruiting  Operations  Directorate 

Once  upon  a time,  there  was  a recruiter  who  worked 
very  hard  to  make  his  monthly  mission.  Over  a three- 
month  period,  this  recruiter  was  a production  “hero,” 
contracting  a load  of  applicants.  His  goal  was  to  pro- 
duce, produce,  produce.  He  spent  all  his  time  looking  for 
the  next  contract.  In  fact,  he  spent  so  much  time  hunting 
down  new  prospects  he  failed  to  follow-up  with  the  ones 
who  had  already  enlisted,  and  that’s  when  his  problems 
began.  These  DEP  members  who  had  been  forgotten  by 
the  recruiter  forgot  about  the  Army.  As  a result,  when  the 
ship  dates  came,  so  did  the  DEP  losses.  In  the  end,  the 
recruiter  who  had  worked  so  hard  to  produce  ended  up 
a failure  because  he  didn’t 
follow-up  with  his  DEP  mem- 
bers. A sad,  but  true  story. 

The  follow-up  is  one  portion 
of  the  DEP  sustainment  cycle 
that  cannot  be  overlooked.  The 
fact  is  that  you  spend  the 
majority  of  your  time  telling  the 
Army’s  story  (commonly 
referred  to  as  “filling  the 
funnel”).  The  time  that  you 
spend  prospecting,  interview- 
ing, and  processing  applicants 
is  essential  in  accomplishing 
your  monthly  mission.  How- 
ever, it  does  absolutely  no 
good  to  put  all  your  efforts 

into  this  one  aspect  of  your  job.  To  maintain  a constant 
balance  of  communication  between  your  prospects, 
applicants,  and  DEP  members  requires  a solid  time 


management  plan  on  your  part.  Failing  to  satisfy  these 
requirements  is  a sure  path  to  disaster.  The  question  is, 
“What  can  you  do  about  it?” 

First,  you  must  understand  one  thing:  Some  DEP 

losses  are  a fact  of  life.  DEP 
members  are  human  beings 
who  can  and  will  make 
mistakes  that  disqualify  them. 
But  these  types  of  DEP  losses 
account  for  a small  portion  of 
annual  losses  taken  by  the 
command.  The  largest  per- 
centage of  DEP  loss  comes 
directly  from  apathy.  Apathy- 
related  DEP  losses  have  many 
explanations.  However,  upon 
closer  examination,  the  lack 
of  DEP  follow-up  is  found  to 
play  an  important  part  in  the 
majority  of  them. 

Apathy  is  defined  in 
Webster’s  dictionary  as  “without  feeling,”  “lack  of 
emotion  or  feeling,”  “lack  of  interest  or  regard,”  and 
“indifference.”  It  is  safe  to  say  that  a DEP  loss  because 


DEP  members 
who  had  been  for- 
gotten by  the  re- 
cruiter forgot  about 
the  Army.  As  a re- 
sult, when  the  ship 
dates  came,  so  did 
the  DEP  losses. 
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You  should  be  able  to  determine 
a difference  in  your  DEP  member’s 
attitude  or  commitment  by  how 
they  talk  to  you.  Any  change,  no 
matter  how  slight,  should  not  be 
taken  lightly. 


of  apathy  demonstrates  one  or  more  of  these  character- 
istics. The  challenge  is  to  prevent  apathy  from  affecting 
your  DEP  pool. 

DEP  members  can  take  exception  to  the  difference 
between  how  you  handle  them  before  the  sale  and  after 
the  sale.  In  the  example  at  the  beginning  of  this  article, 
the  recruiter  failed  to  follow-up  with  the  DEP  because  he 
was  too  busy  processing  applicants.  The  point  is,  al- 
though you  cannot  spend  as  much  time  with  a DEP 
member  as  you  do  an  applicant,  you  cannot  ignore  the 
DEP  member.  You  must  incorporate  time  into  your 
weekly  plan  to  ensure  that  you  contact  your  DEP  mem- 
bers. A short  phone  call  can  go  a long  way  to  keeping 
your  DEP  members  informed  as  well  as  happy.  Do  not 
look  at  this  as  a requirement,  but  rather  as  a way  to 
improve  your  relations  with  the  DEP  members.  This  will 
serve  to  solidify  their  commitment  as  well  as  smoke  out 
any  potential  problems. 

At  times  the  station  commander  and  first  sergeant  will 
ask,  “When  was  the  last  time  you  spoke  to  Jimmy  or 
Jane?”  or  “Have  you  been  to  their  house?”  and  so  on. 

In  answering  these  questions,  common  sense  must 
apply.  If,  after  a reasonable  period  of  time,  the  DEP 
member  has  not  called  or  stopped  by,  you  must  take  the 
initiative.  By  calling,  you  may  find  that  the  “staying  in 
contact"  part  of  your  DEP  orientation  may  have  slipped 
their  minds,  or  problems  may  actually  exist. 

You  should  be  able  to  determine  a difference  in  your 
DEP  members’  attitude  or  commitment  by  how  they  talk 
to  you.  Any  change,  no  matter  how  slight,  should  not  be 
taken  lightly.  Obviously,  all  people  are  different,  thus  their 
reaction  to  you  may  be  different  at  times.  Nevertheless, 
you  must  take  immediate  steps  to  head  off  potential 


problems  before  they  grow  into  a possible  DEP  loss 
situation. 

Getting  bad  signals  from  a DEP  member  during  a 
telephone  or  face-to-face  follow-up  must  be  dealt  with 
immediately.  Here  are  two  suggestions:  First,  schedule  a 
face-to-face  meeting  with  the  DEP  member  as  soon  as 
possible.  This  is  essential  in  finding  out  exactly  what  the 
problem  is  and  deal  with  it  quickly.  Second,  notify  your 
station  commander,  brief  the  situation,  and  discuss  with 
him  or  her  possible  courses  of  action.  In  this  manner,  you 
are  preparing  the  leadership  chain  to  assist  you  in  dealing 
with  a possible  DEP  problem. 

If  during  a face-to-face  follow-up  the  DEP  member 
indicates  (through  body  language  or  verbal  expression) 
there  may  be  a problem,  you  may  have  to  re-sell  the  sale 
to  the  new  soldier.  In  the  event  you  are  unsuccessful,  get 
your  station  commander  or  a fellow  recruiter  to  assist 
you.  Once  you  have  overcome  the  problem,  remember 
that  this  DEP  member  will  require  additional  attention 
(follow-up)  to  preclude  further  problems. 

Timely  and  thorough  follow-ups  are  essential  to  a 
successful  DEP  management  program.  You  must  ensure 
that  you  are  not  simply  “going  through  the  motions”  with 
your  follow-ups.  Failure  to  do  follow-ups  or  doing  them 
in  a half-hearted  manner  will  catch  up  with  you. 

The  only  way  to  determine  whether  DEP  members 
have  a problem  is  to  talk  to  them.  Don’t  let  yourself  be 
embarrassed  by  the  DEP  member  who  tells  the  DEP- 
OUT counselor  that  he  doesn’t  want  to  ship,  or  worse, 
fails  to  show  at  the  MEPS  on  the  active  duty-date.  Trust 
in  your  ability  to  not  only  make  the  sale  but  provide  to 
the  DEP  the  all  important  “service  after  the  sale.” 

Good  recruiting!  T 
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The  United  States  Recruiting 
Command  met  its  Fiscal  Year  2000 
missions.  We  enlisted  122,174 
soldiers  into  the  Regular  Army  and 
Army  Reserves,  and  we  continued 
our  historic  success  in  filling  our 
professional  programs  (to  include 
Special  Operations,  warrant 
officer  flight  training,  nurses, 
physicians,  and  others).  We 
achieved  this  success  by  improving 
options  offered  to  the  enlistees, 
improving  recruiter  performance, 
and  gamering  support  from  the 
Army. 

Contract  Forward 
(Shift  to  High  School 
Grad  Market) 

We  took  a significant  risk  in 
setting  production  goals  for  our 
recmiters  this  year  by  shifting  our 
focus  from  our  traditional  high 
school  senior  market  to  greater 
emphasis  in  the  college  and  high 
school  graduate  markets.  As  a 
result,  we  have  made  major 
strategic  improvements  in  recruit- 
ing production.  By  enlisting 
soldiers  who  have  already  com- 
pleted high  school,  we  have  been 
able  to  fill  near-term  training  seats 
at  our  training  installations  better 
than  ever  before. 

We  also  avoided  the  “bad- 
check”  effect  of  convincing  a 
senior  in  high  school  to  commit  to 
enlisting  in  the  Army  during  the 
beginning  of  their  senior  year,  and 
then  changing  his  or  her  mind 
during  the  course  of  the  school 
year  to  pursue  other  options, 
ultimately  deciding  not  to  join  the 
Army.  The  number  of  enlistees 
with  some  college  education  has 
likewise  increased,  providing  us 
with  soldiers  able  to  meet  the 
demands  of  the  many  high-tech  job 
requirements  of  today’s  Army. 


This  year  alone  we  have  en- 
listed nearly  2,000  soldiers  with 
undergraduate  degrees,  more  than 
100  with  Masters  degrees,  and 
over  5,000  with  at  least  one 
semester  of  college.  The  Army  is 
now  the  clear  leader  among  the 
military  services  in  attracting  7 
college-educated  enlistees,  and 
we  intend  to  continue  dominance 
in  this  critical  market. 

Repositioning  the  Force 

Our  demographic  and  market 
analysis  indicated  the  population 
has  been  shifting  from  the  metro- 
politan areas  into  more  rural  areas 
and  into  the  western  and  north- 
eastern states.  Consequently,  we 
moved  our  recruiting  force  to 
match  this  shift,  more  effectively 
connect  with  our!  market,  and 
position  ourselves  for  success. 
This  year  alone,  we  opened  and 
relocated  more  than  180  recruit- 
ing stations.  We  shifted  24  percent 
more  recruiters  and  associated 
facilities  into  the  southwestern 
states  and  more  than  36  percent 
additional  recruiters  and  facilities 
in  the  West  Coast  states. 

Reconnecting  with 
America 

We  enlist  soldiers  predomi- 
nantly from  the  1 8-24  year  old 
age  group.  To  assist  our  recruiters 
who  are,  on  average,  32  years  old 
to  connect  with  this  age  group, 
we  sent  newly  trained  recruits 
back  to  their  hometowns  to 
provide  personal  testimony  on  a 
peer-basis  about  their  experiences 
in  basic  training  and  Army  life. 

The  training  base  fully  mobilized 
behind  HRAP  this  year,  providing 
more  than  27,468  soldiers  who 
generated  over  110,915  leads  and 
67 1 contracts  in  FY  00.  This  is  in 
stark  contrast  to  FY98  when  only 


FYOM 

5,008  soldiers  participated  in 
HRAP  leading  to  229  contracts. 
Additionally,  we  allowed  soldiers 
with  as  little  as  four  years  in  the 
Army  to  serve  as  recruiters,  again 
strengthening  our  connection  with 
the  youth  of  America. 

Automating  the 
Recruiting  Force 

We’ve  modernized  our  job 
placement  system  Army-wide, 
giving  us  better  visibility  of  job 
availability,  allowing  us  to  offer  a 
greater  variety  of  enlistment 
packages  and  options  to  enlistees, 
and  reducing  the  processing  time 
for  our  applicants.  Additionally, 
we  have  almost  eliminated  poten- 
tial enlistees  who  are  qualified  to 
enlist  but  decide  not  to  accept 
available  options.  Likewise,  the 
enhancements  associated  with  the 
fielding  of  the  laptop  computers  to 
Our  recruiting  force  are  showing 
positive  results.  Greater  appeal 
with  the  improved  video  sales 
presentation,  reduction  in  the 
number  of  enlistment  packet  errors 
through  one-time  data  entry 
capability,  and  expanded  use  of  the 
internet  for  college  and  high 
school  recruiting  are  all  beginning 
to  prove  effective. 

Exploiting  the 
Internet 

Closely  linked  with  our  im- 
provements in  automation  is  our 
exploitation  of  the  capabilities  and 
opportunities  offered  through  the 
Internet.  The  expansion  and 
redesign  of  www.goarmy.com 
allow  us  to  offer  more  information 
for  web  users  to  surf,  click,  see, 
and  hear.  We’ve  had  more  than 

4.300.000  visitors  to  our  web  site 
this  year,  providing  us  with  over 

88.000  follow-up  opportunities. 

Our  “cyber  recruiters”  have 
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corresponded  with  more  than 
42,700  users  visiting  our  chat 
room,  generating  over  18,000 
follow-up  e-mail  messages. 

Support  from  Army 
Leadership 

Secretary  of  the  Army  and  the 
Chief  of  Staff  of  the  Army  have 
clearly  made  recruiting  a top 
priority.  Their  willingness  to 
provide  the  resources  and  support 
needed  to  improve  the  packaging 
of  the  Army  product  has  greatly 
contributed  to  our  success. 

Support  from  the  Army 

TRADOC  commandants  and 
FORSCOM  commanders  have 
full>lmobilized  behind  the  recruit- 
ing effort,  supporting  USAREC 
through  the  Hometown  Recruiter 
Assistance  Program  and  Soldier  of 
the  Quarter  program,  as  well  as 
providing  equipment  and  person- 
nel for  Army  displays  at  local  and 
regional  community  events.  We’ve 
conducted  over  2,800  promotional 
events  through  the  Total  Army 
Involvement  in  Recruiting  (TAIR) 
program  this  year,  generating 
more  than  75,000  leads  - almost 
three  times  more  events  and  leads 
than  we  realized  just  two  years 
ago.  Likewise,  a closer  association 
between  USAREC  and  the  train- 
ing base  allowed  us  to  better 
manage  training  seats,  more 
closely  matching  the  recruiting 
production  cycle  with  job  training 
availability. 

New  Options 

The  following  suite  of  programs 
is  reducing  the  historical  friction 
the  Army  has  endured  with  indus- 
try and  academia.  The  potential 
impact  of  these  programs  is  broad- 
based  and  far-reaching.  The 
recruit,  college's,  private  industry, 


the  Army,  and  the  nation  will  all 
benefit  from  a better  educated, 
highly  skilled  Army  of  opportunity 
that  returns  a disciplined,  mature 
citizen  back  to  society. 

Partnership  for  Youth  Success 
(PaYS) 

Announced  in  June,  the  PaYS 
program  consolidates  the  Army 
and  Industry  recruiting  efforts  into 
a partnership  that  is  cooperative 
rather  than  competitive.  When  a 
new  soldier  enlists  under  this 
program,  he  or  she  can  choose 
from  94  job  skills  offered  by  the 
Army  and  needed  by  industry, 
receive  accredited  certification  in 
that  job  skill,  and  upon  successful 
completion  of  their  term  of  ser- 
vice, receive  preferential  hiring 
status  with  a participating  corpo- 
ration in  need  of  that  skill. 

We  currently  have  three  compa- 
nies fully  enrolled  in  PaYS  with 
more  than  3,200  jobs  available  for 
our  guidance  counselors  to  sell, 
and  20  additional  companies  are  in 
various  stages  of  enrollment. 
Although  this  program  matured 
late  in  FY  00  and  had  no  direct 
impact  on  production  during  this 
fiscal  year,  the  publicity  generated 
within  industry  and  across  the 
nation  will  certainly  affect  produc- 
tivity in  FY  01. 

GED  Plus 

The  Army’s  high  school 
completion  program  offers  new 
soldiers  the  chance  to  earn  a GED 
in  exchange  for  a minimum  of  two 
years  ofservice.  We  put  over 
3,400  recruits  in  the  Army  under 
thisqirogram  during  the  last  seven 
months  of  this  fiscal  year. 

College  First 

Geared  toward  vocational  or 
junior  college  interests,  this 
program  offers  high  school  gradu- 
ates an  opportunity  to  attend  two 


years  of  college  before  joining  the 
Army.  The  Army  provides  enlist- 
ees in  this  program  with  a monthly 
stipend  during  their  time  in  college 
in  exchange  for  a commitment  to 
service  upon  graduation.  The 
College  First  program  was  not  as 
successful  as  we  hoped  during  the 
latter  part  of  FY  00,  producing 
only  238  contracts.  Recognizing 
College  First  is  a critical  college 
market  expansion  tool,  we  are 
reworking  the  implementation  of 
this  program  to  make  it  even  more 
appealing  in  FY  01. 

Army  University  Access  Online 

This  bold  new  initiative  is 
designed  to  offer  soldiers  the 
opportunity  to  obtain  associate  or 
bachelor  degrees  to  include  voca- 
tional/technical certifications  by 
maximizing  the  use  of  technology- 
based  distance  learning  education 
opportunities.  Soldiers  will  be  able 
to  complete  degree  or  certification 
requirements  any  time,  any  place, 
over  any  phone  line.  Although  this 
program  is  still  being  developed 
and  had  no  impact  on  FY  00 
production,  we  are  looking  for- 
ward to  its  effect  in  FY  01. 

You  did  it! 

Using  the  programs  and  options 
listed  above  - and  capitalizing  on 
the  support  of  the  Army  - recruit- 
ers continued  to  improve  their 
performance,  enlisting  1 1,904 
more  Regular  Army  soldiers  in  FY 
00  than  in  FY  99,  and  7,030  more 
Army  Reserve  soldiers  than  in 
FY  99. 


FY  00  Accessions 

RA  80,113 

USAR  +42,061 

Mission  Success! 
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The  Hammer  of  the  South  starts  a streak 


Jacksonville  Battalion  makes  mission  box  for  three  months 


by  Kathleen  Welker,  USAREC  A&PA 

It’s  not  easy  to  make  mission  box,  everybody  knows  that, 
but  it  can  be  done.  Just  ask  the  recruiters  and  staff  of  Jackson- 
ville Battalion,  where  mission  box  success  has  been  their  only 
goal  for  more  than  a year. 

“I  don’t  believe  incremental  improvement  is  the  answer,” 
said  LTC  Clinton  D.  Esarey,  Jacksonville  Battalion  com- 
mander. “I  don’t  ask  the  NCOs  who  recruit  in  this  battalion  to 
improve,  I ask  them  for  mission  box.” 

Ever  since  Esarey  took  command  in  July  1999,  he  and 
CSM  Maria  Martinez  have  focused  on  leading  and  training 
their  soldiers  to  make  mission  box.  The  2d  Brigade’s  STAR 
program,  which  mandates  station  missioning  and  working 
together  in  teams,  was  to  be  the  means  to  the  end  for  Esarey. 
STAR  is  the  acronym  for  Station  Teams  Achieve  Success,  and 
teamwork  is  the  key  to  success  in  Jacksonville. 

“As  a special  operations  officer,  where  we  always  worked 
in  teams,  my  previous  experience  led  me  to  believe  that 
everyone  has  a strength.  The  Army  sends  only  the  best  NCOs 
to  USAREC,  so  I knew  going  in  that  every  soldier  in  this 
battalion  had  value,”  Esarey  explained.  “Our  task,  as  the  BLT, 
was  to  establish  a standard  (that  is,  mission  box),  retrain  the 
troops  to  that  standard,  and  refocus  on  mission  box.” 

Esarey  did  a little  housecleaning  when  he  took  command, 
taking  160  DEP  losses  in  that  first  month  and  reassigning  33 
recruiters. 

“A  sad  face  and  a sad  voice  tell  a story  too,”  he  said.  “We 
must  establish  a trust  with  our  community  and  soldiers  who 
were  not  happy  to  be  here  to  tell  the  Army  story  were  reas- 
signed.” 

Martinez  directed  that  there  would  be  quality  time  spent  on 
training,  and  together  the  CLT  worked  on  refocusing  the 
battalion  on  its  purpose,  direction,  and  motivation.  Under 
STAR,  although  the  station  commanders  sign  for  a station 
mission,  in  Jacksonville  Battalion  each  recruiter  is  expected 
to  provide  a minimum  of  two  contracts  a month.  With  this 
proviso,  there  would  be  no  “slackers”  under  STAR  and  no 
“superstars.” 

No  superstars 

“I've  got  to  tell  you,  I didn’t  like  it  at  first,”  said  SSG 
Patrick  Shelman,  at  the  Ocala  (Fla.)  Recruiting  Station.  “I 
was  a superstar  under  individual  missioning.  I won  all  the 
company  awards,  I was  both  battalion  new  recruiter  of  the 
year  and  battalion  RA  recruiter  of  the  year  for  FY  99.  I am  a 
good  salesman  — I’ve  practically  got  a shrine  here  at  my 
desks  with  all  the  awards  I’ve  won  — and  I was  in  the  fight 
every  day,  worried  about  Shelman.  I didn’t  want  to  worry 
about  anybody  else. 


“There’s  a spirit  and  a camaraderie 
now  [under  the  STAR  program].  We 
mentor  each  other,  we  share  shortcuts 
and  tips.  No,  it’s  not  easy,  but  if 
anyone  has  a problem,  there’s  always 
somebody  else  in  the  station  who  will 
help  you  out.  That’s  teamwork. 


tf 


SSG  Andre  Pittman 


“But  I had  to  reevaluate.  My  first  sergeant  talked  to  me  and 
made  me  see  that  I was  being  selfish.  I needed  to  refocus  on 
what  was  good  for  the  Army.  Now  I see  that  everybody  has  a 
strong  point,  and  everybody  contributes  to  the  team.  Now  I 
think  station  missioning  is  great — there  are  no  superstars, 
but  also  there  is  no  jealousy  and  no  envy.  Nobody’s  holding 
any  secrets. 

“It’s  not  about  trophies,”  Shelman  said.  “It’s  about  keeping 
the  Army  strong.” 


Team  players 


SSG  Marcus  C.  Fisher  Jr.  is  an  infantry  soldier  with  less 
than  a year  as  a recruiter.  He  came  to  recruiting  in  the 
Gainesville  (Fla.)  station  under  the  STAR  program  and  has 
not  known  any  other  way  to  recruit.  He  is  enthusiastic  (and 
successful)  - teamwork  is  helping  him  earn  his  sapphires. 

“STAR  enables  weak  recruiters  to  show  their  strengths  and 
contribute,”  he  commented.  “There  are  guys  in  recruiting  who 
are  just  not  comfortable  talking  to  strangers  or  able  to  accept 
all  the  rejection  as  part  of  the  job,  but  maybe  those  same  guys 
are  fantastic  with  paperwork.  Hey,  I need  that  kind  of  help  - I 
wrote  1 1 contracts  this  month  (July  2000),  I could  never  keep 
up  with  the  paperwork.” 

Fisher  and  his  station  colleague  SFC  Demetrius  Busby,  a 
Reserve  recruiter,  spend  a lot  of  time  with  students  at  the 
local  Job  Corps  Center.  They  help  out  as  instructors  for  a live- 
in  program  at  the  center  where  they  teach  Army  values, 
physical  training,  drill  and  ceremony,  leadership,  and  other 
military  topics.  Fisher  sees  his  time  at  the  center  as  good 
community  relations. 

“If  these  kids  don’t  go  Army,  at  least  they’re  responsible 
when  they  go  out  in  the  community,”  Fisher  said.  “They  have 
to  apply  themselves  to  get  into  this  program,  and  they  have  to 
work  hard  to  stay  in  it.  SFC  Busby  and  I are  happy  to  help  out, 
and  we  get  a lot  of  benefits  from  this  relationship,  too.” 

SSG  Andre  Pittman  at  the  Melbourne  (Fla.)  station  always 
wanted  to  be  a recruiter.  He’s  been  “on  the  numbers”  since 
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August  1996  and  believes  that  teamwork  is  the  key  to  making 
things  happen. 

“There’s  a spirit  and  a camaraderie  now  [under  the  STAR 
program],”  he  said.  “We  mentor  each  other,  we  share 
shortcuts  and  tips.  No,  it’s  not  easy,  but  if  anyone  has  a 
problem,  there’s  always  somebody  else  in  the  station  who  will 
help  you  out.  That’s  teamwork.” 

Leadership 

Like  any  other  program,  though,  as  Pittman  pointed  out,  it 
takes  leadership  to  make  STAR  work.  Throughout  the 
battalion,  recruiters  and  first  sergeants  point  to  their  leader- 
ship teams  as  motivators  and  trainers. 

SSG  Diana  M.  Blisset,  Valdosta  (Ga.)  Recruiting  Station, 
credits  the  constant  training  and  reinforcement  that  comes 
her  way  for  her  success.  From  her  station  commander’s 
mentoring,  the  daily  assists  from  the  company  leadership  to 
the  battalion  operations  NCO  and  staff,  Blisset  believes 
everyone  in  Jacksonville  Battalion  is  focused  on  helping  her 
(and  all  other  recruiters)  to  be  successful. 

CSM  Maria  Martinez  gets  high  marks  from  her  recruiters 
for  her  training  sessions.  Energetic  and  dynamic,  Martinez 
works  relentlessly  to  maintain  standards  and  provide  any 
assistance  she  can.  She  believes  that  if  she  can  provide  that 
sense  of  urgency  throughout  the  month,  success  is  not  only 
possible  but  predictable. 

“My  job  is  to  uphold  standards,  encourage  continuous 
DPR,  and  provide  purpose,  direction,  and  guidance  to  the 
recruiting  force  in  this  battalion,”  she  said.  As  a result, 
Martinez  is  on  the  road  four  days  of  every  week,  visiting, 
assisting,  mentoring.  The  BLT’s  government  vehicle  is  a 
movable  library  of  recruiting  publications,  sales  and  motiva- 
tional literature,  video  tapes,  RPIs,  PPIs,  and  every  scrap 
Martinez  and  Esarey  could  come  up  with  to  aid  the  hard- 
working recruiters  of  Jacksonville  Battalion. 

“The  best  conversion  rate  in  the  battalion  is  3-to-l,” 
Martinez  said.  “That  means  our  best  recruiter  hears  two 
negatives  before  he  hears  a ‘Yes,  I’ll  join.’  We  [the  BLT] 
must  help  provide  that  continuous  positive  motivation  to  keep 
our  recruiters  pumped  up  and  in  the  fight  every  day.” 

Blisset  at  Valdosta  said  that  either  the  CSM  or  the  com- 
mander would  call  each  recruiter  personally  to  congratulate 
them  on  their  success.  An  award,  a particularly  difficult 
contract  successfully  signed,  making  mission  box  over  the 
build-up  months  would  bring  these  personal  calls. 

“That  just  makes  you  feel  good,  like  you  really  accom- 
plished something  when  the  commander  calls  just  for  you,” 
she  said. 

1 SG  Greg  Melcher  also  credits  the  rest  of  the  battalion 
staff,  and  especially  MSG  Kelley  Hermening,  the  operations 
NCO,  with  positive  leadership. 

“We  know  everyone  at  the  battalion  is  working  for  us. 

MSG  Hermening  is  top-notch  - he’s  really  key  to  our  success 
because  of  his  expertise  and  knowledge.  He  just  gets  things 
done,  done  right  and  done  quickly.  Our  waivers  are  processed 


quickly,  our  awards  are  prompt,  when  we  need  help,  help  is 
there.  I’ve  been  a recruiter  for  a long  time  and  I know  it 
doesn’t  always  work  like  this  everywhere,  but  right  now 
Jacksonville  is  a model  of  cooperation  leading  to  success.” 

Bringing  it  all  together 

SFC  Keith  Mills  has  spent  two  years  as  a recruiter  at 
Jacksonville  West  station.  He  says  he  was  skeptical  about 
station  missioning  at  first,  but  within  six  months,  he  could 
see  some  benefits  of  the  program.  He  wrote  38  contracts  in  FY 
99,  and  to  date  (mid-July)  he’s  written  42  contracts  so  far  in 
FY  00.  He  was  meritoriously  promoted  in  May. 

“Together,  we  can  cover  more  territory,  we  can  teach  new 
recruiters  how  to  make  more  effective  classroom  presentations, 
and  we  all  help  with  the  DER  We’ve  got  20  DEP  members  and 
we  all  work  at  keeping  them  motivated  and  prepped  for  their 
training.  Then  there’s  what  older  recruiters  were  always  telling 
us,”  he  said.  “Success  brings  quality  of  life.  We  get  time  off  for 
good  behavior.” 

“STAR  means  teamwork,”  explained  SFC  Juan  Devalle,  a 
USAR  recruiter  at  Jacksonville  South  station.  “We  all 
combine  efforts.  We  work  together  and  we  share  information, 
we  do  presentations  together,  and  we  both  do  better.  RA 
recruiters  give  us  the  names  of  applicants  they  can’t  enlist  but 
who  might  go  into  the  Reserve.  We  work  very  well  together. 

“STAR  is  a very  good  program,”  he  continued.  “We  get 
away  from  the  numbers  and  we  worry  more  about  the  people. 
Training  keeps  us  up-to-date,  the  leadership  gives  us  room  to 
do  what  we’ve  got  to  do.  Then  people  in  the  community  see 
you  involved  all  the  time,  and  they  see  how  you  work  hard  to 
fit  the  needs  of  the  applicant.  Believe  me,  we  get  lots  of 
referrals. 

“When  we  focus  on  mission  box,  we  know  exactly  what 
we're  looking  for.  We  are  streamlined  and  there’s  no  wasting 
time.  We  get  200  percent  support  from  the  CLT,  battalion  ops 
gives  us  prompt  responses  on  documents,  and  we  are  getting 
constant  positive  reinforcement  from  the  BLT.  STAR  just 
brings  it  all  together,”  Devalle  said.  S 


Thanks  to  LTC  Clinton  Esarey,  CSM  Maria  Martinez, 
and  the  many  Jacksonville  Battalion  recruiters  who 
took  time  to  help  with  this  article:  SSG  Patrick 
Shelman,  Ocala  (Fla.)  RS;  SSG  Marcus  C.  Fisher  Jr. 
and  SFC  Demetrius  Busby,  Gainesville  (Fla.)  RS;  SSG 
Andre  Pittman,  Melbourne  (Fla.)  RS;  SFC  Donald 
Moon,  Hinesville  (Ga.)  RS;  SSG  Diana  M.  Blisset, 
Valdosta  (Ga.)  RS;  SFC  Keith  Mills,  Jacksonville  West 
(Fla.)  RS;  SSG  Jeanette  K.  Bunton-Resto,  Savannah 
(Ga.)  RS;  SFC  Lavan  E.  Alston,  Brunswick  (Ga.)  RS; 
SFC  Juan  Ortiz,  Rockledge  (Fla.)  RS;  SFC  Juan 
Devalle,  Jacksonville  South  (Fla.)  RS;  MSG  Kelly 
Hermening,  Jacksonville  Bn  Ops  NCO;  1SG  Greg 
Melcher,  Jacksonville  Company;  and  1SG  Ronnie 
Templeton , Savannah  Company. 
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US  Army  partnerships  with  th 


With  the  backdrop  of  an  Apache 
helicopter,  the  United  States  Army 
unveiled  its  latest  attack  vehicle  at  the 
Indianapolis  Raceway  Park  — but  what 
they  revealed  was  not  a tank  or  helicop- 
ter. 

It  was  “The  Sarge” — a 25-foot, 
6,000-horsepower,  330  mph  NHRA  Top 
Fuel  dragster.  The  Army  has  partnered 
with  1999  NHRA  Winston  Top  Fuel 
Champion  Tony  Schumacher  and  the 
Don  Schumacher  Racing  Top  Fuel  Team 
to  launch  its  return  to  the  NHRA 
racetrack  after  a more  than  20  year 
hiatus  from  racing.  With  their  eye  on 
winning  the  2000  Winston  Top  Fuel 
Championship,  the  Army,  the  Don 
Schumacher  Racing  Top  Fuel  Team,  and 
“The  Sarge”  are  blazing  a historic  trail 
into  racing  history  — adding  to  the 
Army’s  four-time  championship 
accolades. 

“We’re  thrilled  to  be  partnered  with 
the  hottest  talent  in  racing  today,”  said 
COL  Kevin  Kelley,  Director  of  Advertis- 
ing and  Public  Affairs,  US  Army 
Recruiting  Command.  “With  four  NHRA 
championships  to  our  name  we  have  a 
strong  heritage  in  NHRA  racing  — and 
we’re  committed  to  winning.  We’re 
going  to  make  a very  strong  run  for  the 
Winston  Top  Fuel  Championship  this 
year,  and  that  run  continues  today,  right 
here  at  the  NHRA  US  Nationals.” 

Tony  Schumacher,  the  son  of  drag 
racing  legend  Don  Schumacher,  cur- 
rently holds  the  Winston  Top  Fuel 
Championship,  and  was  the  first  driver 
to  shatter  the  330  mph  speed  barrier. 
With  1 1 years  of  racing  under  his  belt, 
Schumacher  is  one  of  drag  racing 
brightest  rising  stars. 

“Running  for  our  second  champion- 
ship is  every  bit  as  important  as  winning 
our  first,”  said  Tony  Schumacher.  “We 
feel  like  we  have  the  best  race  team 
possible,  and  we’ve  joined  with  the 
Army  to  complete  our  team.  Out  here, 
racing  is  battle  — and  we  have  the 
perfect  partner.” 


“The  Sarge”  made  its  debut  at  the 
NHRA  US  Nationals,  the  biggest  and 
most  prestigious  race  on  the  NHRA 
circuit.  The  large,  500  cubic  inch  TFX 
aluminum  hemi  engine  delivers  blazing 
acceleration  - from  0 - 
200  mph  in  2.2 
seconds.  Measuring  25 
feet  of  aluminum  and 
steel,  “The  Sarge”  is 
all  Army. 

“This  unprec- 
edented partnership  is 
just  one  example  of 
how  the  Army  is 
redefining  itself  and 
the  way  it  does 
business,”  said  Kelley. 

“For  instance,  this  is  a 
fresh,  exciting  way  to 
apply  our  technology 
expertise  — from 
aerospace  design  to 
our  mechanical 
engineering  capabili- 
ties.” 

As  part  of  the 
landmark  partner- 
ship — negotiated  by 
Starcom  Sports 
Marketing  — the 
Army  will  bring  its 
own  flavor  to  NHRA 
racetracks  around  the 
country,  both  on  and 
off  the  track.  As  Tony 
Schumacher  and  “The 
Sarge”  make  each 
racing  appearance, 
they  will  be  accompa- 
nied by  the  Army 
Training  Center  - a 
special  interactive  area 
for  race  attendees  featuring  a rock- 
climbing  area,  safe  combat  training 
games,  a special  show  vehicle,  and  other 
events  and  activities.  In  addition  to  the 
on-site  excitement,  Tony  Schumacher 
will  be  making  special  appearances  at 
local  schools,  along  with  local  Army 
dignitaries. 


Schumacher  followed  up  his  win  in 
Brainerd  with  another  championship 
caliber  performance.  Starting  from  the 
No.  4 qualifying  spot,  Schumacher 


marched  through  the  field  to  claim  his 
fourth  title  of  the  year  and  fifth  of  his 
career. 

In  the  first  round  of  eliminations, 
Schumacher  faced  Doug  Herbert. 
Schumacher  easily  disposed  of  Herbert 
with  a 4.673  e.t.  at  309.27  mph  while 
Herbert  had  mechanical  troubles. 
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National  Hot  Rod  Association 


Schumacher  first  round  run  was  low  of 
the  first  round. 

In  the  second  round,  Schumacher  ran 
against  points  rival  Larry  Dixon. 


“This  is  unbelievable  to  be  going  to 
the  finals  for  our  new  partners,  the  US 
Army,”  said  Schumacher,  “They  have  so 
much  heritage  in  the  sport,  it’s  an  honor 


Schumacher’s  Dan  Olson-tuned  dragster 
again  ran  low  e.t.  for  the  event  and 
defeated  Dixon  with  a 4.607  e.t.  at 
316.45  mph. 

In  the  semifinals,  Schumacher 
defeated  Kenny  Bernstein.  Bernstein 
smoked  his  tires  while  Schumacher 
cruised  the  1,320  feet  in  4.618  seconds. 


to  race  for  them.” 

Crew  Chief  Dan  Olson  knew  the  final 
round  opponent,  Gary  Clapshaw,  would 
have  to  take  some  chances  to  try  to  best 
the  consistent  Army  dragster.  What  he 
didn’t  want  was  to  make  any  mistakes  of 
his  own  by  backing  the  car  down. 
Clapshaw  had  a red  light  start  and  lost. 


but  he  would  have  had  a tough  time 
catching  Schumacher’s  4.644  second 
run. 

This  was  the  first  US  Nationals 
victory  for  Schumacher  and  the  first  as 
a crew  chief  for  Olson. 

“I  am  so  proud  of  our  team,”  said 
Schumacher,  “to  get  this  team  up  and 
running  in  the  time  we  did  is  unbeliev- 
able. It  was  an  incredible  team  effort, 
and  we  want  to  thank  the  US  Army  for 
coming  on  board  with  us.” 


Race  & Event  Schedule  2000 

Date/Event/Site 

Oct.  19-22  15th  Annual  O’Reilly  Fall 
Nationals,  Dallas,  TX  presented  by 
Castrol  Syntec 

Oct.  26-29  4th  Annual  MATCO 
Tools  Supemationals,  Houston,  TX 
presented  by  Racing  Champions 

Nov.  9-12  36th  Annual  Automobile 
Club  of  Southern  California  NHRA 
Finals,  Pomona,  CA 


Race  & Event  Schedule  2001 

Date/Event/Site 
Feb  1-4  41st  Annual  AutoZone 
Wintemationals,  Pomona,  CA,  Pomona 
Raceway 

Feb  15-18  17th  annual  Checker 
Schuck’s  Kragen  Nationals,  Phoenix, 
AZ,  Firebird  International  Raceway 


For  more 
information,  go  to 

nhra.com, 
tonyschumacher.com, 
or  goarmy.com. 
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First  partnership  recruit  arrives  for  training 


by  Pearl  Ingram, USAREC  A&PA 


PVT  Kristin  Kimari 
as  he  begins  training 
as  an  Abrams  tank 
system  maintainer. 


The  first  soldier  to  ship  for  training  under  the 
Army’s  new  Partnership  for  Youth  Success 
program  arrived  at  Fort  Knox,  Ky.,  in  September. 
PVT  Kristin  Kimari,  from  San  Diego,  Calif.,  will  be 
eligible  for  employment  with  General  Dynamics  Land 
Systems  following  his  completion  of  training  and  term  of 
enlistment  as  an  Abrams  tank  system  maintainer. 

“It  was  like  icing  on  the  cake,”  said  Kimari,  who  also 
receives  a $5,000  cash  enlistment  bonus  and  $33,000  in 
money  for  college  for  his  three-year  enlistment. 

“All  this  attention  is  a bit  overwhelming,”  he  said  about 
being  the  first  soldier  to  arrive  for  training  under  the  new 
program. 

Kimari  said  he  had  often  thought  about  coming  into  the 
Army.  He  had  even  talked  with  a recruiter  shortly  after  high 
school  graduation  but  later  changed  his  mind.  He  had  always 
wanted  to  work  with  turbine  engines  and  for  awhile  found 
employment  working  on  cars. 

“That  was  too  greasy  and  dirty,”  he  said.  He  later  worked 
in  sales,  and  prior  to  enlisting,  he  worked  for  his  father  in  the 
family’s  financial  planning 
company. 

Jim  Birdwell,  a human 
resources  specialist  with 
General  Dynamics  Land 
Systems,  Sterling  Heights, 

Mich.,  met  with  Kimari  at  Fort 
Knox,  Ky.,  to  answer  questions 
he  had  about  his  future  employ- 
ment. 


“It’s  a win-win  situation,”  said  Birdwell.  “Private  Kimari  is 
going  to  win  because  he  is  going  to  get  excellent  training. 

We’re  going  to  win  if  we  get  his  qualifications  after  he  gets  out 
of  the  military.  And,  on  the  other  side  of  the  house,  if  he  stays 
in  the  military,  the  military  is  going  to  keep  an  excellent 
person.” 

The  Partnership  for  Youth  Success  program,  better  known  as 
PaYS,  allows  the  Army  to  gain  new  enlistments  without 
competing  with  civilian  employers  for  the  same  highly  quali- 
fied men  and  women.  The  Army  hopes  to  share  qualified 
individuals  by  first  training  and  providing  hands-on  skills 
during  their  enlistment.  Those  who  choose  not  to  remain  in  the 
Army  can  go  on  to  have  a bright  future  with  an  employer  after 
completing  their  enlistment. 

Secretary  of  the  Army  Louis  Caldera  announced  the  new 
recruiting  program  to  more  than  70  corporate  chief  executive 
officers  and  human  resource  directors  at  the  Investment  in 
America  Forum  in  Washington,  D.C. 

Along  with  General  Dynamics  Corporation,  the  Pepsi 
Bottling  Group  recently  became  an  Army  partner  in  the  PaYS 
program.  Other  companies  considering  joining  with  the  Army 

are  Goodyear  Tire  and 
Rubber  and  State  Farm 
Insurance. 

“I’m  happy  that  he  was 
able  to  get  the  job  he 
wanted,”  said  SGT  Karl 
Hutson,  Kimari’s  recruiter  at 
the  Santee,  Calif.,  recruiting 
station.  “It  always  makes  you 
feel  good  when  that  happens.” 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are 
better  off  to  participate  in  change  and  to  help  shape  it 
than  to  be  dragged  along  by  change.  You  can  help  shape 
the  future  and  make  it  better.  You  know  your  job  better 
than  anyone.  What  are  your  ideas  for  improving  opera- 
tions? Share  them  on  the  space  below  and  mail  this 
according  to  the  instructions  on  the  back  of  this  form, 
postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support  staff, 
and  family  members  are  encouraged  to  use  this  space  to 
voice  ideas  and  concerns.  If  you  desire  a direct  response 
to  your  comments  or  suggestions,  please  include  your 
name  and  address.  Names  are  not  required. 


Dear  Chief  of  Staff: 


Teamwork:  Working  together  as  a team,  we  can  Command.  All  forms  are  mailed  to  and  received  directly 

accomplish  more  than  working  as  individuals.  Share  by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 

your  vision  for  the  future  of  the  US  Army  Recruiting 


HQ  USAREC  Fm  1825,  Rev  1 May  98  (Previous  editions  are  obsolete) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 


OFFICIAL  BUSINESS 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  600  FORT  KNOX  KY 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


I 


ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  40121  -9972 


Fold  here  first 
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Chaplain 
Motivational 


Notes 


“What’s  In  a Name?” 


by  Chaplain  (LTC)  Jim  Stephen 
USAREC  HQ 


Shakespeare’s  Juliet,  on  her  balcony  pondered  a question 
that  gives  cause  for  consideration  yet  today.  “What’s  in  a 
name?”  she  asked.  “That  which  we  call  a rose,  by  any  other 
name  would  smell  as  sweet...”  And,  she  noted  that  her 
beloved  Romeo  would  still  be  the  same  person  if  he  were 
named  something  else. 

The  names  with  which  we  associate  ourselves  can  have  an 
effect  for  good  or  ill  upon  the  direction  we  take  in  our  lives.  A 
name  made  noble  by  a life  well  lived  can  be  a treasured 
inheritance  for  future  generations. 

Shortly  after  the  American  Civil  War,  a ten-year-old  black 
orphan  wandered  through  Missouri  and  Kansas.  Penniless, 
without  education,  family,  or  connections,  his  chances  for 
success  were  slim  at  best.  But  this  young  man  had  been  given 
the  proud  name  of  America’s  first  president.  Perhaps  his  name 
helped  direct  and  shape  his  destiny  as  he  added  the  luster  of 
his  own  life  to  that  illustrious  name.  Today,  the  name  George 
Washington  Carver  - scientist,  teacher,  and  humanitarian  - is  a 
heritage  to  hand  down  to  future  generations. 

Following  the  Civil  War,  a group  of  businessmen 
approached  the  most  respected  leader  in  the  south.  They 


would  pay  him  for  the  use  of  his  name  in  their  enterprise.  But 
Robert  E.  Lee  said,  “Gentlemen,  my  good  name  is  about  all  I 
have  left  from  this  terrible  war,  and  it  is  not  for  sale.” 

General  Lee  understood  the  Biblical  injunction;  “A  good 
name  is  rather  to  be  chosen  than  great  riches,  and  loving  favor 
rather  than  silver  and  gold.” 

And  it  is  not  just  personal  and  family  names  that  help  direct 
our  course  and  describe  who  we  are.  We  call  ourselves  Ameri- 
cans, Hispanics,  Democrats,  Republicans,  Forty-niners  or 
Boston  Celtics,  soldiers,  rangers,  and  recruiters  or  any  number 
of  other  names  to  help  describe  to  others  and  ourselves  who  we 
are,  what  we  believe  in,  and  what  we  are  about. 

Sometimes  our  most  serious  commitments  can  be  summed 
up  in  a name.  The  early  Christians  had  only  to  stop  calling 
themselves  by  that  name  to  escape  the  martyr’s  fires  and  the 
lion's  dens.  But  they  chose  to  die  rather  than  do  so. 

Our  good  name  should  be  enough  motivation  to  encourage 
us  to  recruit  with  integrity,  to  build  an  Army  of  only  the  best 
America  has  to  offer.  General  Cooper  recently  sent  out  a 
message  to  the  command  that  talks  about  doing  what  is  right. 
He  said,  “I  need  each  and  every  one  of  you  to  be  people  with 
character  — people  who  do  the  right  things  for  the  right 
reasons  when  nobody  is  watching.”  In  essence  what  I am 
trying  to  say  here  is:  “If  you  truly  care  about  the  good  name 
you  will  leave  to  your  children  or  to  your  community,  you  will 
develop  the  character  necessary  to  follow  the  counsel  and 
advice  of  the  good  general.” 

Take  some  interest  in  “who  you  are,”  “who  you  represent,” 
and  what  the  consequences  of  your  actions  will  be  over  time. 
God  bless  each  of  you. 

Please  encourage  your  fellow  recruiters  to  read  this  mes- 
sage, and  then  send  your  comments  to: 

James.Stephen@usarec.army.mil.  Let  me  know  who  actually 
reads  this  stuff.  ^ 
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floaston  Battalioii 
&ojdS  a team 
toailding  §emiitar 


story  by  Laurri  Garcia 
photos  by  Wm.  C.  Grimes 
Houston  Bn  A&PA 

The  Houston  Recruiting  Battalion 
held  a battalion-wide  team  building 
weekend  at  Del  Lago  Resort  in  Conroe, 
Texas,  August  4 6. 

Team  building  sessions  were  con- 
ducted by  Actualized  Growth  Inc., 

(AGI),  a civilian  agency  renowned  for  its 
team  building  initiatives. 

AGI  uses  adventure-based  training. 
This  training  style  challenges  individuals 
and  groups  to  take  bold  steps  outside 
their  normal  comfort  zones,  and  adven- 
ture programs  help  team  members  build 
the  trust  necessary  to  take  risks. 

LTC  Richard  Marcinowski,  Houston 
Recruiting  Battalion  commander,  stated 
his  objective  for  this  weekend  was  to  re- 
energize the  command  and  open  commu- 
nication channels. 

“I  want  to  eliminate  the  fear  of 
failure,  promote  team  work,  and  empha- 
size situational  awareness.  We  need  to  be 
a learning  organization,  drawing  from 


the  good  and  the  bad.  When  something 
goes  wrong,  we  need  to  look  at  why  and 
find  solutions.  When  something  goes 
well,  we  need  to  follow  up  on  it,  share 
that  information,  and  focus  in  on  that 
asset.  My  plan  is  to  develop  a strong 
command  environment  and  move 
forward  as  a team.” 

Battalion  members  participated  in  a 
number  of  exercises;  each  designed  to 
promote  the  team  concept.  Activities 
ranged  from  rappelling  to  wall  climbing. 
As  their  teammates  watched  and  cheered 
them  on,  each  team  member  focused  on 
their  individual  challenge  and  drew  on 
the  strength  of  the  group. 

“The  activities  were  challenging,  and 
I learned  a lot  about  myself  and  the 
recruiters  in  my  group,”  said  Zona 
Sepulvado,  a civilian  employee  of  the 
battalion,  “I  felt  personally  fulfilled  and 
gained  new  insight  into  the  personal 
motivations  of  our  recruiters.  I saw  them 
in  a whole  new  light.” 

After  the  day’s  team  building  events, 
the  evenings  were  filled  with  leisure 
activities  and  extraordinary  meals. 

Friday  there  was  a Mexican  buffet 


and  Saturday  concluded  with  a waterside 
BBQ  and  a “pie  in  the  face  fund-raiser” 
sponsored  by  the  battalion  Family 
Support  Group.  The  company  command- 
ers and  first  sergeants  were  good  sports 
as  they  bore  the  brunt  of  the  whipped 
cream-filled  pies.  Their  short  bout  with 
“stickiness”  helped  the  family  support 
center  raise  hundreds  of  dollars. 

“Soldiers  succeed  when  they  have  the 
support  of  their  families”  stated 
Marcinowski,  “Families  above  all  need 
to  be  included  as  they  are  an  essential 
link  in  the  recruiting  team.” 

An  awards  ceremony  was  held  at  the 
conclusion  of  the  weekend.  Individuals 
from  each  team  were  recognized  for 
their  personal  courage  and  contribution 
to  the  team. 

“This  was  an  awesome  event,”  said 
CSM  LeMorris  Grover.  “I  am  sure  the 
motivation  will  continue  and  the  results 
will  take  our  battalion  to  the  next  level. 

“While  we  worked  together  as  a 
command  it  is  important  to  remember 
our  family  members  are  a vital  part  of 
this  team  and  their  being  included  is  vital 
to  our  success.” 


Left:  “Yum  my  favorite!"  CPT  Michael 
Sorrenlino  happily  does  his  part  for  the 
BR  '/«■»!  family  support  group  fundraiser,  taking 

g|S-  ,JHH|  in  the  face  and  wearing  it  proudly. 

Right:  “Truce!”  CPT  Ariel  Rodriguez  and 
CSM  LeMorris  Grover  cheerfully  agree  to 
disagree  after  sharing  a pie.  (All  doing  their 
jk  part  for  the  family  support  group  fund 

BL  raisen) 
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Above:  “My  what  tangled  webs  we  weave.” 
Beaumont  Company  looking  perplexed,  or  are  they 
just  trying  to  decide  who  goes  first? 

Below:  “Building  Success  one  step  at  a time,"  with 
the  help  of  her  teammates,  SGT  Stefany  Wallace  of 
Tyler  Company  meets  the  challenge. 

Right  (top  to  bottom):  (1)  “Great  minds  think 
alike.”  West  Company  exercises  camaraderie  and 


contemplates  strategy  with  their  AGI  trainer.  (2) 
“Hysterical  Laughter?"  West  Company  finds  their 
teammate’s  antics  humorous  as  he  prepares  to  hoist 
himself  up  the  rope.  (3)  SSG  Jeffrey  Jones  of 
Conroe  Company  defies  gravity  and  goes  all  out  to 
toe  the  line.  (4)  “Timber!”  SGT  Raymond  Reyes 
seems  completely  confident  that  his  Conroe 
Company  teammates  won’t  let  him  down. 
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Army  picks  Yahoo!  Fantasy  Career  contest  winner 


by  Brendalyn  Carpenter, 

Army  News  Service 

The  Army  selected  a student  from  Kennesaw  State 
University  in  Marietta,  Ga.,  to  fulfill  her  dream  of  flying  an 
Apache  helicopter  and  making  a tandem  jump  with  the 
Army’s  premier  parachute  team,  the  Golden  Knights. 

Rosalyn-Sue  Smith,  18,  a native  of  Marietta,  Ga.,  won  the 
Army  portion  of  the  Yahoo!  Fantasy  Careers  in  Today's 
Military  contest  and  traveled  to  Fort  Rucker,  Ala.,  and  Fort 
Bragg,  N.C.,  between  Sept.  17  and  Sept.  22,  2000,  to  experi- 
ence life  as  an  Army  soldier. 

At  Fort  Rucker,  Smith  trained  in  aviation  simulators,  met 
pilots  and  crew  chiefs,  and  flew  in  Army  helicopters.  At  Fort 
Bragg,  she  jumped  out  of  a 34-foot  tower,  met  paratroopers, 
flew  in  the  vertical  wind  tunnel,  and  made  a tandem  jump 
with  the  Golden  Knights. 

The  Department  of  Defense  and  Yahoo!  announced  the 
contest  in  May  in  efforts  to  use  the  Internet  to  broaden 
recruitment  programs. 

"We  view  this  contest  as  a great  example  of  the  Internet's 
ability  to  raise  civilians'  awareness  and  enthusiasm  about  the 
military,  its  missions,  capabilities,  and  extraordinary  service 
members,"  said  Navy  Cmdr.  Yvette  C.  Brown-Wahler,  DoD 
assistant  director  for  recruiting  plans. 

At  least  40  percent  of  the  contestants  who  submitted 
fantasy  essays  asked  for  additional  information  to  be  sent  on 
career  opportunities  in  the  military,  Brown-Wahler  said.  Also 
among  those  submitting  Army  essays,  35  percent  fit  the  Army 
recruiting  profile  of  18-  to  25-year-olds. 

One  winner  was  selected  for  each  DoD  service  plus  the 
Coast  Guard  after  submitting  a resume  and  a brief  essay 
through  Yahoo!  Careers.  The  essay  subject  for  the  Army  was 
"Why  do  you  want  to  experience  helicopter  flight  and 
paratrooper  training  with  the  US  Army?" 

Smith  was  selected  from  among  3,355  people  who  entered 
the  contest.  Her  past  experience  with  the  military  includes 
volunteer  work  with  Adopt  A Platoon,  a non-profit  organiza- 
tion that  supports  soldiers  deployed  overseas. 

"The  main  reason  I entered  the  contest  was  because  I 
wanted  to  experience,  even  a small  glimpse,  of  what  the 
soldiers  I support  through  Adopt  A Platoon  endure,"  Smith 
said.  "I  think  this  will  help  me  understand  their  needs  a little 
bit  better." 

A "platoon  mom"  for  soldiers  stationed  at  Camp 
McGovern,  Bosnia,  Smith  said  "She  hopes  to  spread  the  word 
that  we  still  have  men  and  women  overseas  who  need  our 
support."  She  is  also  working  to  increase  awareness  among 
her  peers  of  careers  in  the  military  and  what  a future  in  the 
armed  services  can  offer. 

"I  feel  it  is  necessary  that  America's  youth  be  exposed  to 
patriotism  from  one  of  their  peers,"  Smith  said.  "It  is  more 
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SFC  Michael  Hudson,  Kennesaw  Recruiting  Station 
hands  a Humvee  water  bottle  to  Rosalyn-Sue  Smith 
of  Marietta,  Ga. 


personal  hearing  it  from  someone  their  own  age,  than  seeing 
it  on  a television  advertisement." 

Smith  said  her  deep  commitment  to  her  country,  the 
military,  and  patriotism  comes  from  her  heart. 

"My  family  has  always  been  very  supportive  of  our  Armed 
Services,  and  in  turn,  taught  me  the  value  of  support  and  love 
for  our  men,  women,  and  country  - the  type  of  support  and 
love  they  so  willingly  deserve  in  return  for  their  sacrifices," 
Smith  said. 

The  college  sophomore  has  several  family  members  who 
have  served  in  all  branches  of  the  service  including  her  father, 
Dallas  Smith,  a former  Air  Force  communications  specialist. 

"I  think  it's  going  to  be  a valuable  experience  for  her  to 
see  what  soldiers  go  through  each  day  and  what  they  sacrifice 
to  do  their  jobs  of  protecting  this  country,"  said  Dallas  Smith. 
"We're  a little  skeptical  about  her  jumping,  but  she's  not 
afraid.  She  couldn't  be  in  better  hands  than  with  the  Golden 
Knights,"  he  said. 

"I  hope  through  this  contest,  the  soldiers  will  be  the 
ultimate  winners  through  the  exposure  my  winning  the 
contest  receives,"  she  said. 

"Through  all  of  this,  I hope  everyone  will  remember  that 
soldiers  are  the  ones  who  should  be  glorified  and  told  they  are 
appreciated.  One  of  my  favorite  verses  from  the  Bible  is  John 
15:13...  'Greater  love  hath  no  man  than  this,  that  a man  lay 
down  his  life  for  his  friends.'  Every  soldier,  man  and  woman, 
gives  the  ultimate  sacrifice  and  exemplifies  love  every  day  for 
every  one  of  us.  All  Americans,  especially  the  youth  today, 
must  remember  the  sacrifices  and  do  our  part  to  show  our 
gratitude.  We  need  to  continue  to  remind  soldiers  how 
thankful  and  blessed  we  are  to  enjoy  the  freedoms  they  so 
earnestly  strive  to  provide  us  with,"  she  said.  TT 
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Army  Reserve 
recruiters  partner  with 
Campus  Concepts  for 
intramural  flag  football 
at  200  colleges/ 
universities 

by  MSG  Paul  Dyrstad  (USAR/IRR) 
HQ  USARECA&PA 

This  fall  at  200  college  and  university 
campuses  across  the  country,  the  Army 
Reserve  will  be  a major  player  in  the 
National  Collegiate  Intramural  Flag 
Football  Program. 

In  a recent  agreement  with  Campus 
Concepts,  a national  marketing  firm,  the 
Army  Reserve  will  be  a partner  of  flag 
football  tournaments  and  championships. 
This  contract  allows  recruiters  on  these 
college  campuses  for  six  days  during  the 
academic  year. 

At  a time  when  the  recruiting  of  bright 
young  men  and  women  is  so  competitive, 
this  new  initiative  with  Campus  Concepts 
has  the  potential  to  open  additional 
doors  at  the  collegiate  market  for 
recruiters. 

This  is  all  possible  because  Campus 
Concepts  is  a working  partner  with  the 
National  Intramural-Recreational  Sports 
Association  (NIRSA),  which  is  the 
governing  body  of  intramural  and 
recreational  sports  programs  on  more 
than  500  college  campuses  that  have  a 
student  population  of  more  nan  five 
million.  This  partnership  g .arantees 
access  to  college  campuse  s by  the  event 
sponsors. 

In  addition  to  Army  Reserve  recruiter 
presence,  signage  at  the  intramural 
football  game  sites  and  in  intramural 
sports  program  buildings,  the  partici- 
pants in  flag  football  will  be  wearing 
Army  Reserve  flag  football  belts. 

Recruiters  will  also  have  special 
football  premiums  to  hand  out  to 
prospective  Reserve  recruits  while 
promoting  interest  in  the  Army  Reserve. 
These  items  include  miniature  footballs 
and  magnets.  Additional  numbers  of 
Recruiter  Store  promotional  items  (PPIs)- 
Army  Reserve  sports  water  bottles  and 
lanyards,  will  also  be  made  available  to 
assist  the  individual  campus  recruiters. 


From  early  September  through 
October,  flag  football  games  will  take 
place  on  the  200  college  campuses 
involved  in  the  program.  During  late 
October  and  November,  eight  universities 
will  host  regional  tournaments. 

These  dates  and  schools  are: 

October  20-22,  Arizona  State 
University,  Tempe,  Ariz. 

October  27-29,  Ohio  State  University, 
Columbus,  Ohio 

October  27-29,  University  of  Mass. - 
Amherst,  Amherst,  Mass. 

November  10-12,  University  of  West 
Florida,  Pensacola,  Fla. 

November  17-19,  University  of  Maryland, 
College  Park,  Md. 

November  17-19,  University  of  Texas- 
Arlington,  Arlington,  Texas 
November  17-19,  University  of  North 
Carolina-Wilmington,  Wilmington, 
N.C. 

November  17-19,  University  of  Nebraska, 
Lincoln,  Neb. 

The  National  Championships  will  be 
held  at  the  University  of  New  Orleans  on 
Dec.  27-3 1 , in  conjunction  with  Nokia 
Sugar  Bowl. 

The  regional  tournaments  and  the 
national  championship  will  provide  the 
Army  Reserve  with  additional  promo- 
tional and  recruiting  opportunities. 

Additional  information  can  be  ob- 
tained from  your  battalion  A&PA  chief. 

Army  Reserve  recruit- 
ers partner  with  SELF 
magazine’s  Workout  in 
the  Park  - will  feature 
rock  climbing  wall 

by  MSG  Paul  Dyrstad  (USAR/IRR) 
HQ  USARECA&PA 

This  fall,  at  four  different  Workout  in 
the  Park  events.  Army  Reserve  recruiters 
will  be  on  location  to  talk  to  young 
women  about  the  advantages  of  being  a 
part  of  the  Army  Reserve. 

Workout  in  the  Park  is  an  interactive 
health  and  fitness  festival  that  delivers 
SELF  magazine’s  message  of  total  well 
being  to  thousands  of  active  women 
nationwide. 

Throughout  the  day,  attendees 
participate  in  the  latest  workouts,  get 


advice  on  looking/feeling  great  and 
experience  the  latest  fitness  products 
and  trends. 

A rock  climbing  wall  will  be 
provided  to  help  recruiters  attract 
interested  prospects  to  try  their  skills. 
Additionally,  a tented  booth  with 
displays  and  literature  will  feature 
information  on  many  of  the  Army 
Reserve  programs. 

During  September  and  October,  in 
four  select  parks,  SELF  invites 
fitness-wise  women  to  celebrate  the 
great  outdoors  and  support  the  fight 
against  breast  cancer.  Each  Workout 
in  the  Park  is  expected  to  draw  several 
thousand  women. 

The  locations  and  dates  for  this 
fall’s  Workout  in  the  Park  are: 

Oct.  7 - Chicago  - Lincoln  Park 

Oct.  21  - San  Francisco,  Golden 
Gate  Park 

Access  to  these  events  was 
negotiated  as  part  of  the  national 
advertising  in  SELF  magazine. 

Additional  information  can  be 
obtained  from  battalion  A&PA  chiefs. 

New  military  spouse 
information  site 

Given  the  military  lifestyle  of 
changing  locations  due  to  assign- 
ments, it  is  difficult  for  working  military 
spouses  to  reestablish  themselves 
every  few  years.  This  challenge  is 
magnified  in  USAREC  by  the  fact  that 
recruiters  and  their  families  typically 
are  not  located  near  a military  installa- 
tion. Today,  the  Internet  can  reduce 
this  sense  of  isolation  and  provide 
assistance  directly  into  the  recruiter’s 
home.  The  downside  to  this  growing 
amount  of  information  found  in 
cyberspace  is  it  can  overwhelm  the 
user.  USAREC’s  Military  Spouse 
Information  Site  is  designed  with  this 
in  mind  and  is  envisioned  to  be  a 
single  source  of  information  for  military 
spouses  in  transition.  The  site  pro- 
vides a “one  stop  shopping  center” 
approach  with  information  and  links  for 
job  planning/career  development, 
medical  information,  relocation 
assistance,  and  family  support.  The 
site  can  be  found  through  a link  on 
http:www.usarec.army.mil. 
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Cell  phones  are  coming 
to  recruiters 

As  you  read  this,  USAREC  is  in  the 
process  of  fielding  cellular  phones  to  the 
recruiter  level.  The  service  provider 
selected  to  provide  cellular  service  for 
this  next  year  is  Verizon.  The  initial 
phones  will  be  fielded  incrementally  and 
simultaneously  over  a 90-day  period  to 
battalions  for  further  fielding  to  recruit- 
ing stations.  AMEDD  phones  will  be 
sent  to  the  brigade  headquarters  for 
detachment  distribution. 

The  cell  phones  provided  will  be 
Audivox  9000,  along  with  a carrying 
case,  two  long-use  batteries,  and  a 
battery  charger.  An  important  point  to 
note:  the  cell  phone  batteries  purchased 
must  be  afforded  a full  and  complete 
initial  charging  for  24  hours.  Once  this 
is  accomplished  they  may  be  recharged 
at  any  point  in  their  usage  cycle. 
However,  if  the  batteries  are  not  charged 
for  the  required  initial  time  it  will  shorten 
the  capacity  and  life  of  the  battery. 

The  new  cellular  phones  will  be 
preprogrammed  with  a local  telephone 
number  targeted  to  specific  RSIDs  and 
zones.  Cell  Phone  Support  Services 
repairs,  resets,  disconnects,  reconnects, 
provides  additional  phones  and  replace- 
ment phones  following  the  initial 
fieldings.  Additional  cellular  phone 
requirements  will  be  relayed  through 
specific  battalion  designated  individuals. 
Those  designated  persons  will  contact  a 
GSA  contractor  who  will  provide  support 
via  USAREC’s  JRMS  website.  Designa- 
tion of  those  requiring  access  is  being 
staffed  with  the  brigade  information 
management  level  now. 

The  Command  has  contracted  for 
1,000  minutes  per  user  per  month,  pooled 
across  the  entire  command.  This  gives 
each  recruiter  about  45  minutes  per  day 
of  combined  incoming  and  outgoing 
official  use  service.  Personnel  who  use 
the  phones  should  avoid  going  over 
their  personal  cap.  Excess  usage  charges 
can  only  be  avoided  if  the  total  cap  of 
minutes  across  the  command  is  not 
broken. 

Hands-free  kits  for  use  in  government 
recruiting  vehicles  were  not  purchased. 
Drivers  are  not  to  use  cell  phones  while 
the  vehicle  is  in  motion.  If  a call  is 


received  while  driving,  move  out  of 
traffic  flow  and  come  to  a complete  stop 
before  using  the  phone.  Command 
Safety  Policy  #8,  enclosure  1,  discusses 
the  use  of  cell  phones  in  moving 
vehicles. 

Submissions  to  Rein- 
vention Lab 

by  Dr.  Pamela  Prewitt 
HQ  USAREC  PAE 

Have  you  checked  out  our  Reinvention 
Lab  site  on  the  USAREC  home  page, 
listed  under  the  Related  Staff  section? 

If  the  submission  process  seems 
intimidating,  don’t  despair.  We’re 
interested  in  all  ideas.  As  a minimum,  we 
ask  that  you  provide  the  following: 

(1)  Subject,  (2)  Current  Process  (a 
brief  explanation  of  the  problem), 

(3)  Recommendation  (the  change  you 
believe  should  be  made).  The  Reinvention 
Lab  staff  will  work  with  you  to  complete 
the  remaining  portions  of  the  paperwork. 

POCs  are  Dr.  Pamela  L.  Prewitt  at 
pamela.prewitt@usarec.army.mil  or  SFC 
David  M.  Smith  at  david.smith@usarec. 
army.mil. 

Lifeworks  - a one-stop 
resource  center 

Lifeworks,  which  became  available 
August  1,  is  a one-stop  resource  that 
offers  consultation,  information,  and 
personalized  community  referrals, 
available  24  hours  a day,  seven  days  a 
week  for  you  and  your  family  members. 

You  will  be  assisted  by  expert  consult- 
ants who  can  help  with  issues  such  as: 

Emotional  Well-being:  finding  time 
for  yourself,  relationship  conflicts,  first- 
time events,  grief  and  loss,  depression, 
stress,  marital  concerns. 

Everyday  Issues:  house  sitting, 
appliance/home  repair,  buying  big  ticket 
items,  pet  sitter/pet  care,  healthy  lifestyle, 
nutrition,  exercise. 

Legal  Matters:  divorce,  family 
matters,  landlord/tenant,  real  estate, 
consumer  issues,  criminal,  debt/credit 
matters,  attorney  selection. 

Financial  Issues:  budgeting,  debt 
management,  investing,  insurance 
options,  taxes,  retirement  planning. 

Education  & Schooling:  homework 


issues,  study  habits,  college  application 
process  and  selection,  special  needs 
programs,  scholarships. 

Work  Issues:  co-worker  relation- 
ships, change  in  workplace,  business 
travel,  career  planning,  communication 
skills. 

Parenting  and  child  care:  pregnancy 
and  birth,  adoption,  child  development, 
step  or  single-parenting,  adolescents, 
discipline  issues,  child  care  options. 

Disaster  preparedness 
in  USAREC 

Watch  the  morning  news.  If  there  is 
any  mention  of  a natural  or  man-made 
disaster,  you  can  bet  that  there’s  a 
USAREC  soldier  or  family  nearby.  With 
its  wide  geographical  dispersion, 
USAREC  units  are  required  to  plan  for  a 
wide  variety  of  disasters  such  as  torna- 
does, hurricanes,  forest  fires,  floods, 
earthquakes,  winter  storms,  and  man- 
made disasters  such  as  chemical  fires  or 
terrorist  bombings. 

The  USAREC  Disaster  Preparedness 
Plan  requires  commanders  down  to 
recruiting  company  level  to  have  written 
plans  on  how  they  will  prepare  for, 
endure,  and  recover  from  disasters.  Most 
recruiting  companies  have  dovetailed 
their  plans  with  the  local  Federal  Emer- 
gency Management  Agency  and  Ameri- 
can Red  Cross  disaster  preparedness 
plans.  Those  units  located  on  a military 
installation  participate  in  the  installation's 
plan. 

Headquarters  USAREC  has  a Crisis 
Action  Team  which  is  activated  when  a 
disaster  strikes.  Team  members  from  the 
USAREC  staff  coordinate  recovery 
efforts  with  the  on-the-scene  military 
commander. 

As  the  FEMA  expression  goes,  “If  you 
fail  to  plan,  you  can  plan  on  failing.” 

For  more  information,  contact  your 
unit  Soldier  and  Family  Assistance  (SFA) 
program  manager  or  contact  SFAB  at 
(502)626-0735. 


The  Army  Reserve  website  has 
been  updated.  Check  it  out  at 


www.goarmyreserye.com 
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Sergeant  Audie  Murphy  Club 


USAREC’s  first  Sergeant  Audie  Murphy  Club  board  was 
conducted  Aug.  1-2,  2000.  The  nominees  appeared  at  local 
boards  before  arriving  at  USAREC  Headquarters. 

The  USAREC  SAMC  is  a privilege  earned  by  a few 
exceptional  NCOs.  The  SAMC  is  a means  of  recognizing 
those  NCOs  who  have  contributed  significantly  to  the 
development  of  a professional  NCO  Corps  and  combat-ready 
Army.  Members  exemplify  leadership  characterized  by 
personal  concern  for  the  needs,  training,  development,  and 
welfare  of  soldiers  and  concern  for  families  and  soldiers. 

The  USAREC  SAMC  is  an  elite  organization  of  NCOs 
who  have  demonstrated  performance  and  inherent  leadership 
qualities  and  abilities,  which  were  characterized  by  SGT 
Audie  Murphy. 

Murphy  was  an  NCO  who,  as  a squad  leader,  consistently 
demonstrated  the  highest  qualities  of  leadership,  professional- 
ism, and  regard  for  the  welfare  of  his  soldiers. 

All  RA  and  USAR  NCOs  in  the  rank  of  corporal  through 


SFC  Jose  L. Gomez  SGT  Jason  R.  Montano 

Houston  Bn,  5th  Bde  New  Orleans  Bn,  5'h  Bde 


SSG  Waylon  T.  Long 
Jacksonville  Bn,  2nd  Bde 


SFC  John  D.  Milsap 
Atlanta  Bn,  2nd  Bde 


sergeant  first  class  assigned  or  attached  to  USAREC  units  are 
eligible  for  the  SAMC. 


Board  members  were:  1 SG  Gonzalez,  Audie  Murphy  Club 
Member;  CSM  Green,  5lh  Brigade  Sergeant  Major;  CSM 
Leturno,  USAREC  Command  Sergeant  Major,  President  of  the 
Board;  CSM  Swartzentruber,  3rd  Brigade  Sergeant  Major;  CSM 
Martinez,  2nd  Brigade,  Jacksonville 
Battalion  Sergeant  Major;  CSM 
Dodge,  1st  Brigade  Sergeant  Major. 

The  induction  ceremony  is  sched- 
uled to  take  place  December  14, 

2000,  at  the  US  Army  Armor  Center, 

Fort  Knox,  Ky. 

The  following  soldiers  from 
USAREC  were  chosen  to  be  inducted 
into  the  prestigious  “Sergeant  Audie 
Murphy  Club:”  (photos  by  SFC 
George  Gain,  Training  Div,  Recruiting 
Operations) 


SFC  Stephen  E.  Bowens 
Raleigh  Battalion,  2nd  Bde 


SFC  Lindsey  G.  Streeter 
Baltimore  Bn,  I sl  Bde 


SSG  Dina  M.  Cochi 
Mid-Atlantic  Bn,  1"  Bde 


SFC  Frank  C. Rockwell 
Phoenix  Bn,  6"’  Bde 


SFC  Jeffrey  M.  Froelich 
Atlanta  Bn,  2nd  Bde 


SSG  Kevin  M.  Bidwell  SGT  James  F.  Shiver 

Pittsburgh  Bn,  lsl  Bde  San  Antonio  Bn,  5'h  Bde 


SSG  Craig  P.  Stevens 
Miami  Bn,  2nd  Bde 


SFC  Gary  T.  Schoolfield 
HQ,  6lh  Brigade 
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Nancy  Johnson,  Women’s  Air  Ril 
wife  of  SSG  Kenneth  A.  Johnson 


SSG  Olanda  Anderson,  Boxing 


ice  Dement,  Running  Targi 
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Manassas  Recruiting 
Station  reopens  at  new 
location 

story  and  photos  by  Glenna  L.  Linville 

Chief,  A&PA,  Baltimore  Recruiting  Bn 

The  US  Army  Baltimore  Recruiting 
Battalion  celebrated  the  reopening  of  the 
Manassas  Recruiting  Station  at  its  new 
location  in  Manaport  Plaza.  Ten  Army 
recruiters  will  staff  the  station  under  the 
direction  of  SSG  Terry  Elliott. 

LTC  Norvel  Dillard,  Baltimore  Recruit- 
ing Battalion  commander,  welcomed  guest 
speakers  BG  Kathy  Frost,  the  Adjutant 
General  of  the  Army;  retired  LTG  Bob 
Donahue,  Client  Executive  Senior  Vice 
President  for  EDS  Federal;  COL  Mark 
Gemer,  Chief  of  Force  Integration;  and 
Robert  Anderson,  president  of  the 
Greater  Manassas  Chamber  of  Commerce, 
to  the  8415  Sudley  Road  location. 

“This  is  the  way  we  live,”  said  Dillard. 
We  are  here  today  to  make  a better  Army 
and  make  a better  nation.” 

As  local  merchants,  parents  and 
members  of  the  Army’s  Delayed  Entry 
Program  looked  on,  Dillard  and  the 
distinguished  military  officers  praised  the 
commitment  and  dedication  to  duty  of 


Army  recruiters  today. 

“These  noncommissioned  officers 
(recruiters)  are  a rare  breed  of  soldier,” 


Left  to  right:  BG  Frost;  SSG  Terry  Elliott; 
Robert  Anderson;  CPT  Alethea  Carter, 
Frederick  Recruiting  Company  Com- 
mander; LTC  Dillard;  cut  the  ribbon. 


said  Gerner.  “They  care  deeply  about 
the  institution  they  are  a part  of  and  care 
about  the  youth  in  their  communities.” 
They  offer  a connection,  a good  place 
for  today’s  youth  to  start,  and  in  turn 
many  return  to  their  communities  after 
military  service.” 

“Employers  look  to  military  trained 
individuals,”  said  Anderson.  “There  are 
three  things  that  are  not  always  taught  in 
our  colleges  today:  discipline,  skills  and 
a good  work  ethic.”  Anderson  said  he 
appreciated  what  military  service  does 
for  individual  character. 


“We  are  not  just  opening  a building 
here  today,”  said  Frost.  “We  open  a 
building  that  has  doors  of  opportunity 
and  many  windows  to  a bright  future. 
Frost  continued  by  saying  that  it  was  up 
to  every  recruiter  who  will  staff  the 
station  to 
pass  that 
message  on 
so  that  we 
continue  to 
build  our 
forces  for 
tomorrow. 

“There  is  no  BG  Kathy  Frost,  Adjutant 
more  critical  General  of  the  Army. 

job  than  that 

of  the  recruiter,”  she  said. 

“Not  only 
because  our 
Army  needs  it. 

Our  young 
people  need 
what  our  Army 
can  provide 

them  DEPs  Scott  Shrout 

education,  (left)  and  Jesse 

training,  Kopach  cut  the  cake. 

discipline,  self 

esteem,  confidence  and  more...  These 
will  carry  you  forward  for  the  rest  of  your 
life.”  ^ 


Phoenix  Battalion  supply 
sergeant’s  daughter 
enlists  in  Army 

by  Starlene  R.  Parizek 
Public  Affairs  Specialist 

“I  am  so  proud  of  her.  I tried  not  to 
influence  her  decision  too  much,”  said 
SFC  David  Williams,  Phoenix  Recruiting 
Battalion  supply  sergeant  about  his 
daughter,  Doneshia,  joining  the  Army  last 
month.  “I  wanted  her  to  make  up  her 
own  mind.” 

The  1 7-year-old  enlisted  for  a four- 
year  enlistment  in  personnel  administra- 
tion. She  will  go  to  her  station  choice  of 
Fort  Huachuca,  Ariz.,  for  her  first  duty 
station. 

Although  Williams  didn't  want  to 
influence  Doneshia’s  decision  on  her 
career  choice,  a couple  of  family  friends 
did.  SSG  Vernon  White  (Arrowhead 


station  commander)  and  his  wife,  Pam, 
talked  to  Doneshia  about  joining  the 
military. 

Initially,  Doneshia  wanted  to  join  the 


photo  by  Starlene  R.  Parizek 


With  her  recruiter,  SGT  Felicia  Lane, 
her  dad,  SFC  David  Williams,  stand- 
ing by,  Doneshia  is  sworn  in  by  1 LT 
Carla  Augustine. 


Air  Force,  but  the  Whites  sat  down  with 
her,  and  they  compared  each  benefit  from 
both  services. 

Doneshia  changed  her  mind  after 
learning  that  she  could  pick  her  job  and 
first  duty  assignment  in  the  Army,  that 
she  would  be  promoted  more  quickly  in 
the  Army,  and  that  the  Air  Force’s  college 
program  wasn’t  what  she  was  looking  for. 

“They  weren’t  looking  at  Doneshia  as 
a number,”  Williams  said.  "By  being 
family  friends,  they  wanted  to  see  her 
succeed.  They  made  the  push  to  see  that 
she  got  everything  she  wanted.” 

“My  dad  did  influence  me  too,” 
Doneshia  said.  “I  see  the  benefits  he  has. 
I plan  to  make  a career  out  of  the  Army.” 
Doneshia  had  originally  been  inter- 
ested in  the  Air  Force  from  their  televi- 
sion commercials,  from  their  slogan 
“Better  way  of  life.” 

“I  wanted  her  to  see  that  a better  way 
of  life  doesn’t  necessarily  mean  the  best 
way  of  life,”  Pam  said.  ^ 


Recruiter  Journal  / September  - October  2000 


27 


Field  File 


Students  select  .mil 
careers  over  .com 

story  and  photos  by  Lynne  Schaack,  PAO 
Camp  Parks  Reserve  Forces  Training  Area 
Dublin,  CA 

The  East  Bay  Recruiting  Company 
and  the  William  F.  Dean  Chapter 
of  the  Association  of  the  United 
States  Army  sponsored  the 
Sentinels  of  Freedom  luncheon 
for  new  recruits  June  1 1 . 

Thirty-four  future  soldiers 
were  honored  at  the  Marriott 
Hotel  in  San  Ramon  before 
family  and  friends,  and  a host  of 
dignitaries  that  included 
California  State  Senator  Richard 
K.  Rainey,  BG  Billy  R.  Cooper, 

DCG,  USAREC,  andCSM  (Ret) 

Jimmie  Spencer,  director  of  NCO 
& Enlisted  Affairs  for  the  AUSA. 

In  its  third  year,  the  event 
dedicated  a portion  of  its 
program  to  the  parents  — 
mothers  were  presented  with  a 
rose. 

“It’s  a little  scary,”  said  Todd 
Taylor,  1 8,  from  San  Ramon,  who 
left  home  Aug.  1 1 , for  basic 
training  at  Fort  Jackson,  S.C. 

Taylor  chose  to  be  a Signal  Support 
Systems  Specialist.  “I  can  make  good 
money  if  I go  into  electronics,”  he  said, 
“and  I want  to  be  able  to  travel  and  learn 
job  skills.” 

The  enlistment  benefits  offered  to  the 
former  students  contributed  to  their 


decision  making.  Taylor  was  given  a 
$40,000  GI  Bill  plus  ACF. 

Best  friends,  Amanda  Sandoval,  19, 
and  Julie  Cole,  19,  enlisted  together 
using  the  buddy  system.  They  each 
received  $50,000  for  a four-year  enlist- 
ment. 

“I  definitely  made  the  right  choice,” 


said  Cole,  who  had  planned  to  join  the 
Air  Force  until  she  went  with  Sandoval  to 
pick  up  paperwork  at  the  Hayward 
Recruiting  Station. 

In  fact,  Sandoval  wasn’t  interested  in 
joining  the  Army  either;  she  had  planned 
to  join  the  Coast  Guard. 


“I’m  excited  — we're  excited.”  she 
said.  “It  was  a great  decision.” 

They  are  headed  for  Fort  Leonard 
Wood,  Mo.,  where  they  will  be  trained 
as  Chemical  Operations  Specialists. 

Darren  Graham,  23,  will  also  train  at 
Fort  Leonard  Wood,  as  a Fire  Control 
Specialist.  He  took  time  off  from  college 
to  think  about  his  career. 

He  said  he  was  motivated  for  several 
reasons.  His  father  was  in  the  Army;  his 
brother  is  in  an  ROTC  program:  and 
there  was  the  $20,000  enlistment 
incentive.  “But  it’s  going  to  teach  me  a 
lot  more,”  he  quickly  added. 

“It  will  teach  me  a lot  of  discipline 
and  living  on  my  own.  I'm  scared  and 
nervous  and  everything,  but  it’s  an 
important  step.” 

Inspired  by  his  sister,  who  is  in  the 
Army  Signal  Corps,  and  his  desire  to  be 
a law  enforcement  officer,  Alex  Burt,  1 8. 
leaves  for  military  police  training  Aug.  7. 

“You  have  to  be  2 1 years  of  age 
before  you  can  get  in  the  Police  Acad- 
emy,” said  Burt.  “So  I decided  to  enlist 
because  I want  to  be  a police  officer  and 
was  looking  at  ways  to  be  that.” 

The  annual  luncheon  was  founded 
by  local  realtor  Mike  Conklin,  who  felt 
compelled  to  recognize  graduates 
joining  the  military.  It  was  at  his  son’s 
high  school  graduation  that  he  learned 
there  was  no  credit  given  to  military 
enlistees. 

Conklin  is  happy  the  luncheon  is 
growing  in  numbers.  There  were  only 
eight  recruits  at  the  1997  inaugural 

luncheon.  23 


New  recruit  Ian  Bauer 
presents  his  mother  a 
rose  at  the  Sentinels  of 
Freedom  luncheon. 


BG  Cooper  shares  a 
humorous  story  with 
the  new  recruits,  as 
guest  speaker  at  the 
Sentinels  of  Freedom 
luncheon. 

New  recruit  Julie  Cole  is  congratulated  at  the 
Sentinels  of  Freedom  luncheon  by  the  officials. 


Mural  unveiled  on  Army 
Birthday 

story  and  photo  by  Liz  XVarnke,  A&PA 
New  England  Battalion 

What  happens  when  your  station  has 
a very  dirty  wall  in  need  of  painting? 

If  you  are  the  Portland  Recruiting 
Station,  you  get  creative  and  figure  out  a 
way  to  get  the  wall  painted  while  creating 
a lasting  partnership  within  the  local 
community.  Not  to  mention  getting  some 
great  publicity! 

SFC  Theodore  Wiechmann,  Portland 
station  commander,  called  a meeting  to 
thrash  out  ideas.  SFC  Kenneth  Mullen 


came  up  with  the  idea 
of  a wall  mural.  CPL 
Anthony  Zarate 
suggested  contacting 
his  former  alma  mater, 
the  Portland  Arts  and 
Technology  High 
School  to  see  if  they’d 
be  interested  in  a 
partnership. 

After  contacting 
his  former  art  teacher,  Mrs.  Diane  Manzi, 
Zarate  arranged  for  three  students  from 
the  school  to  collaborate  with  the 
recruiters  on  a design  for  the  wall.  The 
students,  Aaron  Canfijn,  Pat  Hart  and 
Casey  Fontaine,  began  work  on  the  mural 


March  6 and  completed  it 
almost  four  months  later. 

Since  this  is  the 
Army’s  225lh  birthday, 
what  better  way  to  cel- 
ebrate than  to  combine 
the  birthday  party  with  the 
unveiling  of  the  mural! 

What  resulted  was 
coverage  on  the  local  TV 
news,  a representative 
from  Maine  State  Senator 
Olympia  Snowe’s  office  gave  a speech 
and  the  State  of  Maine  presented  the 
battalion  with  a special  writ  proclaiming 
June  as  Army  Birthday  month.  Addition- 
ally, a lasting  relationship  with  hard-  to- 

penetrate  school  was  forged.  23 


The  Portland  Mural  is  unveiled  by 
(left  to  right)  Steven  Rowe,  CPL 
Zarate  and  Aaron  Canfijn,  artist. 
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Nishida  recruits 
Nishida  in  the  Army 

by  Mary  Miller,  PA  Specialist 
Sacramento  Recruiting  Battalion 

On  Thursday,  May  25,  2000,  SFC 
Wellington  Nishida,  an  1 8-year  veteran 
of  USAREC  and  currently  the  NCOIC  of 
the  Northern  California  Health  Care 
Recruiting  Team,  US  Army  Medical 
Department  Detachment,  6th  Recruiting 
Brigade  enlisted  his  “Number  One  Son, 
Michael.” 

When  asked  what  made  him  join  the 
Army,  Michael  W.  Nishida  said  “There 
wasn’t  any  pressure  from  my  father,  this 
is  my  decision.” 

Michael  mentioned  that  joining  the 
Army  is  attractive  because  of  the 
Montgomery  GI  Bill,  benefits,  the 
technical,  skilled  training,  and  the  $5,000 
critical  skill  bonus  he  will  receive  was 
appealing. 

Michael  graduated  from  Alameda 


High  School  in  1996. 

He  continued  his 
education  in  the 
mechanic  field  at 
Solano  Community 
College  in  Fairfield, 

Calif,  and  Sequoia 
Technical  Institute  in 
Fremont,  Calif.  Michael 
will  be  entering  the 
Reserve  as  a Private 
First  Class  because  of 
his  college  education. 

He  has  signed  up  for  6 
years  as  a Watercraft  Engineer  with  the 
481st  TC  Boat  Unit  stationed  at  Mare 
Island  in  Vallejo,  Calif. 

PFC  Nishida  departed  for  Basic 
Training  at  Fort  Jackson,  S.C.  on  July  1 1 , 
2000,  and  will  go  on  to  Fort  Eustis,  Va. 
for  Advanced  Individual  Training. 

PFC  Nishida’s  aspirations  include 
reaching  E-5  and  applying,  testing,  and 
using  his  technical  expertise  and 
background  gained  in  the  Army  to 
become  a Warrant  Officer. 


PFC  Nishida  added 
that  he  “joined  the  US 
Army  because  of  the 
positive  experiences 
my  father  has  accom- 
plished and  also  how 
the  Army  has  en- 
hanced my  life.” 

SFC  Nishida’s  other 
son,  Taylor  W. 

Nishida,  is  15  years  old 
and  plans  to  meet  with 
CPT  Michael 
Robertson,  one  of  the 
AMEDD  recruiters  with  the  Northern 
California  Team,  who  is  an  Occupational 
Therapist  for  the  Army. 

Taylor  is  interested  in  the  medical 
field  with  a focus  towards  a sports 
medicine  career.  CPT  Robinson  will 
provide  a two  year  insight  of  the  Health 
Care  opportunities  within  the  Army. 
Taylor  is  seeking  information  and 
direction  to  forecast  his  future.  Taylor  is 
interested  in  attending  the  University  of 
California  - Davis.  a 


Michael  Nishida  and  SFC  Nishida. 


Army  meets  recruiting  goal  — ceremony  for  80,000th  enlistee 


by  Gary  Sheftick 
Army  News  Service 

The  Army  met  its  recruiting  goal  this 
year  of  enlisting  80,000  soldiers,  Secretary 
of  the  Army  Louis  Caldera  announced  to- 
day. 

In  a ceremony  at  the  DoD  press  room. 
Caldera  and  Maj.  Gen.  Evan  R.  Gaddis, 
commanding  general  of  the  U.S.  Army  Re- 
cruiting Command,  administered  the  oath 
of  enlistment  to  Pvt.  Joseph  “Keith” 
McGowen,  the  Army’s  80,000th  recruit. 

“Many  outside  the  Army  thought  this 
year  might  be  even  worse  than  last  year 
was,”  Caldera  said,  explaining  that  the 
Army  fell  6,500  short  of  its  recruiting  goal 
of  75,000  soldiers  in  fiscal  year  1999.  This 
fiscal  year  ends  Sept.  30. 

“At  every  single  level,  we  worked  hard 
to  ensure  we  achieved  the  goals,”  Caldera 
said.  He  said  recruiting  goals  for  the  Army 
Reserve  and  National  Guard  were  also  met. 

Caldera  said  a number  of  new  programs 
helped  recruiters  meet  their  quotas: 

With  all  of  these  new  efforts,  Caldera 
said  recruiters  were  able  to  achieve  a 22 
percent  increase  in  the  number  of  high- 
quality  recruits,  defined  as  high-school 


graduates  who  scored  high  on  the  Armed 
Forces  Qualification  Test. 

Caldera  said  that  even  with  all  the  new 
programs,  there  was  not  a significant  in- 
crease in  recruiting  costs  this  past  year. 
Despite  a hike  in  advertising  costs.  Caldera 
said  overall  recruiting  costs  were  not  sig- 
nificantly higher. 

Army  Vice  Chief  of  Staff  Gen.  John 
Keane  said  the  “unprecedented”  recruit- 
ing efforts  headed  up  by  Caldera  this  year 
“redefined"  the  way  the  Army  recruits  its 
soldiers.  He  also  thanked  all  of  the  Army’s 
soldiers  who  are  involved  in  recruiting  and 
said  the  challenge  now  is  to  sustain  that 
recruiting  effort. 

Caldera  was  asked  if  the  Army  could 
recruit  40,000  more  soldiers  to  meet  a po- 
tential increase  in  authorized  end-strength. 

“I  think  we  can  recruit  any  number  that 
Congress  asks  us  to  recruit,”  Caldera  said. 

The  80,000th  soldier  to  enlist  this  year, 
18-year-old  McGowen,  is  from  Mineral 
Falls,  Texas,  and  is  awaiting  basic  training 
at  Fort  Knox,  Ky.  He  said  when  he  walked 
into  his  recruiter’s  office,  he  was  told  by 
SSG  Robert  S.  Jaynes  that  he  “hit  the  jack- 
pot,” as  the  80,000th  recruit. 


McGowen  received  $40,000  in  enlist- 
ment bonuses,  including  the  Army  College 
Fund.  Montgomery  G.I.  Bill  benefits  and  a 
$3,000  airborne  bonus.  After  basic  train- 
ing, he  is  scheduled  to  go  to  Fort  Gordon, 
Ga.,  for  advanced  individual  training  as  a 
3 1 U signal  specialist.  Then  he'  11  go  to  air- 
borne school  and  be  assigned  to  the  82nd 
Airborne  Division  at  Fort  Bragg,  N.C.  S 


MG  Gaddis  swearing  in  PVT  McGowen, 
as  Caldera  looks  on  with  McGowen’s 
mother,  Wanda  Benevides,  and  grand- 
father, Raymond  Schmidt,  during  an 
announcement  at  the  Pentagon 
Sept.  28,  2000. 
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Salutes 


Gold 
B adg 

RSM  July  2000 

Baltimc, 

SGT  Warren  Gower 
SGT  Richard  Bush 
SGT  Vincent  Jones 
SSG  Alan  Jones 
SSG  Angel,  Harvey 
SSG  Kevin  Gaylord 

SFC  Joel  Locklear 
SFC  Danny  Bowden 
SSG  Charles  Bolyard 
SSG  John  Vincent 


SFC  Jessie  Crutcher 
SFC  Peter  Suarez 
SFC  Elvin  Freeman 
SSG  Kevin  Walker 
SGT  Frankie  Exum 


SFC  Chistopher  Culbertson 
SSG  Harry  Waiters 
SSG  Terry  Murphy 
SSG  Trina  Rush-Dean 
SSG  Johnny  Oliver 
SSG  Falandis  Richardson 
SSG  Gregory  Watson 
SGT  Geno  Mucciacciaro 
SGT  Wilbert  Louis  Jr. 


SFC  Michael  Page 
SGT  Isaac  Swinson 
SSG  Jerry  Miser 
SSG  Tony  Parmer 


SFC  Jerome  Lister  Jr. 
SFC  James  High 
SSG  Jeffrey  Stout 
SSG  Karen  Teich 
SSG  Christopher  Jensen 
SSG  Roland  West 
SSG  Dennis  Hamer 
SSG  Stafford  Miller 
SGT  Kenneth  Griffmg  Jr. 


SFC  Martin  Besmer 


SFC  Albert  Rangel 
SSG  William  Paul 
SSG  Kenneth  Taylor 
SGT  David  Beyer 

Great  Lakes 

SFC  Ralph  Walborn  Jr. 
SSG  Jerry  Bang 
SSG  Marcus  Jones 

Indianapolis 

SFC  Timothy  Collazo 
SSG  Allen  Armstrong 
SSG  Nicole  Evans 
SSG  Mark  Mcleod 
SSG  Leroy  Bates 


SSG  Tyrone  Johnson 
SGT  Raymond  Zoeller 


SFC  McKenley  Sanders 
SFC  Robert  Seamster 
SSG  James  Jackson 
SSG  Katriana  Baker 
SSG  William  Lampkin 
SSG  Wilbert  Bryant,  Jr. 
SSG  Michael  Smith 


SFC  Daniel  Thompkins  Jr. 
SFC  James  Gannaway 
SSG  Eric  Hughes 
SSG  Clifford  Bell 
SSG  Isiah  Walker 
SSG  Timothy  Foster 
SSG  Diana Blisset 
SSG  Glenn  Schroeder 
SSG  Derek  Ferrell 
SSG  Jessie  Harris  Jr. 

SGT  Derrick  Braswell 
SGT  Derrick  Florence 


SSG  Michael  Bragdon 


SFC  Carolyn  Trent 
SFC  James  Hamm 
SSG  Marvin  Bettis 
SSG  Luis  Hopkins 
SSG  Carlos  Hernandez 


SSG  Rex  Ramsey 
SSG  Eric  Chlam 
SSG  Guy  Rex 


Minneapolis 

SSG  Jeffery  Schinabeck 
SSG  Boyd  Maninga 

Montgomery 

SFC  Carolyn  Grubbs 
SFC  Jeffrey  Wilson 
SSG  Jeffrey  Gaylord 
SSG  Jeffrey  Reed 
SSG  Herman  Gorum 
SSG  Juan  Emanuel 
SSG  Lillie  Milton 
SSG  Bennett  Ballard 
SSG  Raython  Pitt 
SSG  Stephen  Stone 
SSG  Lyndon  Smith 
SSG  Montina  Harris 
SSG  Wilham  Self 
SSG  Charles  Blanks 
SSG  Lyndon  Smith 
SSG  Ronald  Barteau 
SGT  Michael  McGauley 


SSG  Fausto  Valenzuela 

Pittsburgh 
SFC  Kevin  Watson 
SFC  George  Hocker 
SSG  John  Copeland  Jr. 
SSG  Michael  Burkhardt 
SSG  William  Quinn  Jr. 

Portland 

SFC  Cassius  Matthews 
SSG  Leroy  Jackson  Jr. 

^Sacramento  1 

SGT  Gary  Me  Knight 

Salt  Lake  C?<: 

SFC  Glen  Franklin 
SFC  Richard  Mulryan 
SSG  Dewight  Farra 
SGT  Daniel  Lupear 


SSG  Dina  Marie  Cochi 
SSG  Cameron  Held 
SSG  James  Griffith 
SSG  David  Player 
SSG  Andrew  Hendrickson 
SSG  Tom  Evans 
SSG  Tony  Burnette 

Oklafc&tita 

SFC  Leslie  Shelton 
SFC  Calvin  Germany 
SSG  Ronald  Rhodes 
SSG  Samuel  McMaster 
SSG  Larry  Marcyll 
SSG  Daniel  Shaffer  Jr. 

SSG  Laurant  Jolly 
SSG  Dominic  Asberry 
SSG  Scott  Vaughan 
SSG  David  Harris 
SSG  Karl  Nailling 
SSG  Stephen  King 
SSG  Shawn  Summers 
SSG  Steven  Conner 
SSG  Derek  White 
SSG  Robert  Farrar 
SGT  Jerome  Hammonds  Jr. 


SFC  Alfred  Crawford 
SSG  Alvino  Cuevas 
SSG  Bernard  Ginn 
SSG  Jose  Ramirez 
SGT  Daniel  Cantu 

Seat^e 

SFC  Lepuapua  Taliau 


Southern 

SFC  Timothy  Kelley 
SSG  Terry  Smith,  Jr. 
SSG  Raymond  Honea 
SSG  Scott  McLane 
SSG  Lillie  McNeill 
SSG  Dallas  Slone,  Jr. 
SSG  Michael  Watson 
SSG  Timothy  Kelley 


SFC  Frank  James 
SSG  Charles  Sondgeroth 
SSG  Jaycee  Tumquist 
SGT  Robert  Barth 

SFC  Timothy  Fleming 
SSG  Jeffrey  Babb 


SGT  Alison  Gonzalez 
SSG  Kurt  Rene 
SSG  Alvin  Perezcolon 
SGT  James  Turner 
SGT  Marcelino  Wan 
SSG  Scott  Colon 


SFC  Louis  Asher 
SFC  Lee  Stevens 
SSG  John  Summers 
SSG  Dianna  Bushaw 
SSG  William  Rivera 
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Ti 


Morrell  Awards 


RSM  July  2000 

Atlanta 

SFC  Tommy  Thompson 

Baltimore 

SFC  Grenda  Hemingway 
SFC  Sebrena  Minter 

Cleveland 

MSG  R.  D.  Hobgood  III 

Columbia 

SFC  William  Wyatt 

Jacksonville 

SFC  William  Alsobrook 


Minneapolis 

SFC  Timothy  McGillick 

Milwaukee 

SFC  Vem  Tranberg 
SFC  Steven  McKnight 

Montgomery 

MSG  Tyrone  McFadden 

New  England 

SFC  David  Berman 
SFC  Mikel  Valerio 

Sacramento 

SFC  Robert  Zabroski 


San  Antonio 

SFC  Stephen  Whipp 
SSG  Peter  Rocha 

Seattle 

SFC  Rodney  Anderson 
SFC  Todd  Grizzle 


Syracuse 

SFC  Daniel  Benesh 

1st  AMEDD 

SFC  Gerard  Artesona  Jr. 

2d  AMEDD 

SFC  Douglas  Welbaum 


Recruiter  Rings 


RSM  July  2000 


Baltimore 

SGT  Todd  Mandley 

Beckley 

SFC  Charles  Blevins 
SFC  Michael  Jarrell 
SFC  Carmen  Murrell 
SFC  Claude  Williams 

Columbia 

SSG  Stephen  Roberson 

Dallas 

SFC  Reginald  Shine 

Houston 

SFC  Douglas  Lein 


Jacksonville 
SFC  Lavan  Alston 
SFC  Charrone  Pittman 
SSG  Andre  Pittman 
SSG  Derrick  Booker 

Los  Angeles 

MSG  Reginald  Washington 

Miami 

SSG  Pedro  Marrero 
SSG  Wilfredo  Mojica 

Nashville 

SFC  Mark  Culpepper 

SGT  Gerald  Richardson 


Oklahoma  City 

SSG  John  Mcallister 

Portland 
SFC  Kenneth  Fagans 
SFC  Brian  Dowd 
SFC  Kenneth  Jacobs 
SSG  Shannon  Wilson 
SSG  Roberto  Malibiran 

Sacramento 

SFC  Lawrence  Kagawa 


Salt  Lake  City 

SFC  Shannon 
Marburger 

Seattle 

SFC  John  Landers 
SSG  Francis 
Tostanoski 

Southern  Cal 

SFC  Basilio  Dungao 

St.  Louis 

SFC  Kenneth  Macon 
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The  Test 


1.  Which  regulation  covers  Recruiter  Expense  Allow- 
ance? 

a.  USAREC  Reg.  37-21. 

b.  USAREC  Reg.  37-96. 

c.  USAREC  Reg.  37-16. 

d.  USAREC  Reg.  350-89. 

2.  Who  is  authorized  to  receive  REA? 

a.  All  personnel  whose  principal  assignment  is  to 
perform  recruiting  duty. 

b.  All  military  personnel. 

c.  Only  civilians. 

d.  All  Americans. 

3.  When  a soldier  is  removed  from  performance  of 
recruiting  duties,  even  on  a temporary  basis,  when  is 
the  REA  returned? 

a.  When  the  soldier  wants  to. 

b.  When  the  individual  is  returned  to  recruiting  duty. 

c.  Never. 

d.  When  station  commander  says. 

4.  The  authorized  amount  of  usual  REA  is . 

a.  $56. 

b.  $79. 

c.  $100. 

d.  $75. 

5.  Recruiters  are  authorized  to  draw  a monthly  cash 
advance  from  a teller  machine.  What  dollar  amount 
are  the  advances  limited  to? 

a.  $50. 

b.  $60. 

c.  $70. 

d.  $80. 

6.  If  deemed  necessary  to  curb  abuse,  recruiting 

brigade  and  battalion  commanders  may 
require to  substantiate  claims. 

a.  Written  letter  stating  claims. 

b.  Letter  from  station  commander. 

c.  Copy  of  receipts. 

d.  Nothing,  it  isn’t  required. 

7.  What  form  does  the  recruiter  use  to  claim  REA? 

a.  SF  86. 

b.  SF  93. 

c.  SF  765. 

d.  SF  1164. 

8.  As  part  of  the  record  keeping  requirement,  recruit- 

ers must  keep  a daily  record  of  their  expenses  in 
their . 

a.  GOV. 

b.  Mandex. 

c.  Wallet. 

d.  Not  required  to  keep  a record  of  expenses. 

9.  Commanders  should  encourage filing 

of  claims  to  ensure  recruiters  are  expeditiously  reim- 
bursed. 

a.  Timely. 

b.  Not. 

c.  Recruiters.. 


d.  Wife’s. 

10.  “Occasional” for  individuals  who  directly 

assist  the  recruiting  effort  and  Delayed  Entry  Program 
members  are  authorized. 

a.  Gifts. 

b.  Meals. 

c.  Toys. 

d.  Glasses. 

11.  While  maintaining  an  M60  machine  gun,  and  while 
disassembling  it,  the  first  step  in  order  to  remove  the 

buffer  is . (all  steps  that  are  needed  to  get  to 

this  step  have  been  completed  already) 

a.  Pull  the  latch. 

b.  Press  the  exposed  buffer  lightly  with  the  palm  of 
your  hand. 

c.  Pull  the  charging  handle  to  the  rear. 

d.  Press  lightly  on  the  retainer  spring  and  pull  the 
buffer  back. 

12.  After  completing  the  above  mentioned  step,  you 

must  remove  the from  the  top  of  the 

receiver. 

a.  Buffer  yoke. 

b.  Charging  handle. 

c.  Trigger  assembly. 

d.  Barrel. 

13.  The  third  step  based  on  the  previous  questions  is . 

a.  Yank  the  charging  handle  and  pull  the  buffer  from 

the  buffer  assembly. 

b.  Remove  the  buffer  slowly  by  pulling  it  rearward. 

c.  Push  the  charging  handle  forward  until  the  buffer 
falls  out. 

d.  Nothing,  the  buffer  does  not  exist  on  an  M60 
machine  gun. 

14.  After  pulling  the  cocking  handle  to  the  rear  and 

allowing  the  bolt  to  separate  from  the  barrel  socket  you 
must . 

a.  Pull  the  rod  and  bolt  to  the  rear. 

b.  Do  nothing,  you’ve  done  the  disassembly  process. 

c.  Return  the  cocking  handle  to  the  forward  position. 

d.  Push  the  bolt  forward  with  your  finger. 

15.  While  disassembling  the  M60  machine  gun,  in  order 

to  remove  the  forearm  assembly,  you  must . 

a.  Take  the  gun  and  place  it  sideways. 

b.  Turn  the  receiver  so  the  top  is  facing  down. 

c.  Do  nothing. 

d.  Give  up. 

1 6.  When  cleaning  the  M60  machine  gun,  the  prohibited 

cleaning  solvents  are . 

a.  Gasoline. 

b.  Kerosene. 

c.  Benzene. 

d.  All  the  above. 


The  answers  to  this  month’s  test  can 
be  found  on  inside  back  cover. 
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Quality  Volume  - The  Key  To  Our  Success 


Headquarters  U.S.  Army  Recruiting  Command 

2D  3D  5TH  6TH 


RSM  July  2000 


Top  RA  Recruiter 


SFC  C.  Rivera 

SFC  J.  Ford 

SFC  J.  Penonge 

SFC  E.  Radford 

SFC  R.  DelaCruz 

(Mid-Atlantic) 

(Tampa) 

(Indianapolis) 

(Houston) 

(Portland) 

Top  USAR  Recruiter 

SGT  C.  Stein 

SGT  C.  Parrilla 

SFC  M.  Nelson 

SFC  M.  Riga 

SFC  A.  Abadam 

(Albany) 

(Miami) 

(Cleveland) 

(Oklahoma  City) 

(Portland) 

Top  LPSC 

Georgia  Avenue 

Knoxville  West 

None 

New  Orleans  East 

Guam 

(Baltimore) 

(Nashville) 

Top  OPSC 

(New  Orleans) 

(Portland) 

Westminister 

Lagrange 

Fairfield 

Charleston 

Potterville 

(Baltimore) 

(Atlanta) 

Clemson 

(Columbus) 

(St.  Louis) 

(Los  Angeles) 

(Columbia) 

Top  Company 

None 

Savannah 

None 

None 

Redlands 

(Jacksonville) 

Top  Battalion 

(So  Cal) 

None 

Jacksonville 

None 

None 

None 

Top  AMEDD 

Boston 

Florida 

Minneapolis 

San  Antonio 

Northwest 

U 


Be  All  You  Can  Be 


EVAN  R.  GADDIS 
Major  General,  USA 
Commanding  General 


1. c.  Recruiting  Station  Admin,  Update  Issue  AJ 

2.  a.  USAREC  Reg  37- 1 6,  para  4a. 

3. b.  USAREC  Reg  37- 1 6,  para  4b. 

4. d.  USAREC  Reg  37- 1 6,  Table  1 . 

5. c.  USAREC  Reg  37-16,  para  5. 

6. c.  USAREC  Reg  37-16,  para  7. 

7. d.  USAREC  Reg  37- 16,  para  8a. 

8. b.  USAREC  Reg  37-16,  para  8a(2). 


Answers  to  the  Test 

dtd  Jan  2000.  9.a.  USAREC  Reg  37- 1 6,  para  8b. 

1 0.b.  USAREC  Reg  37- 1 6,  para  9a(2). 

1 1 .c.  STP  2 1 - 1 SMCT,  dtd  Oct  94  CCT  Manual,  para  3(1). 

1 2.  a.  STP  2 1 - 1 SMCT,  dtd  Oct  94,  CTT  Manual,  para.  1 , 3(2). 

1 3.  b.  STP  2 1 - 1 SMCT,  dtd  Oct  94,  CTT  Manual,  para  3(3). 

14. c.  STP  2 1 - 1 SMCT,  dtd  Oct  94,  para  6(3). 

1 5.  b.  STP  2 1 - 1 SMCT,  dtd  Oct  94,  para  7a. 

16.d.  STP  21-1  SMCT.  dtd  Oct  94.  CTT  Manual,  para  8 (caution  box). 


UNIVERSITY  OF  FLORIDA 


3 1262  09681  8108 


HECTOR  SANTIAGO-COLON 


MAXIMO  YABES 


CARLOS  J.  LOZADA 


RODOLFO  HERNANDEZ 


ROY  BENAVIDEZ 


LOUIS  ROCCO 


September  15  - October  15 


